





The Yard Stick of the 


Credit Department 


MepHE Merchant who measures the efficiency of his Credit 
ean Manager and the Credit Executive who rates the success 
of his department upon a large number of declined ac- 
counts and an infinitesimal loss from bad accounts is 
making a mistake. 


A narrow minded credit policy o'ten results in greater actual loss 
than a too liberal one and is an indication of a lack of confidence 
in our own ability to conduct our credit business. 


The successful Credit Executive shows a constant increasing sales 
volume through the opening of new accounts and developing old 
ones and makes that volume profitable by effective collection 
methods producing a high turnover in accounts receivable. He is 
so confident in his ability and office organization he can be liberal 
in credit extension. 


The too free use of the veto pencil does not build good will or 


increase sales but courteous service backed by efficient follow up 
does both. , 
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COME TO KANSAS CITY - - - THE HEART OF AMERICA 


~~ 


—— E. 
Leop.L. Mever 
PRESIDENT 





Credit Men! 
Meet Your National Officers 


at 


Kansas City 


National Convention of the 


RETAIL CREDIT ASSOCIATION 
JUNE 19, 20, 21, 22 


‘““The Outstanding Business Convention of the Year”’ 


Come to discuss your business problems and 
hear what the experience of others has been. 

















You will get a, new perspective of 
° your job,and become more valuable ° 
Business to’ your business. a 
a be Re. not Afford 
; ° to Miss this 
ees Sy Register NOW and then Rak Me. 
njoyable : 
oe ir be sure to come. The tional Con- 
° ° ° vention. 
ment. National Association and 
" Kansas City invite you. “ 

















Address all inquiries to 


RETAIL CREDIT ASSOCIATION 


1016 Walnut Street Kansas City, Mo. 
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) A Dollar more.. SPT PAA TN 


1] may mean Ten Dollars less 
y HEN the customer’s change is a dollar 


long the merchant loses. But 
when the customer’s change is a dollar 
short, both the merchant and the 
customer lose. The customer’s loss is 
a dollar but the merchants’ loss is 
many times that amount. For he 
loses the valued good-will of that 
patron. 


The change is double checked—from a 
written record. The credit is twice 
checked with the name, initial and 
amount constantly before the author- 
izer. 


3ut more than this—Lamson Service 
means one system for cash, charges 
and special transactions. It must be 
fundamental in modern store opera- 
tion for the greatest stores in Amer 








is human and to minimize 
error is one of the tasks of Lamson 


Service. For with centralization, a 


To err 


ica are advocators and endorsers of 
this plan of operation. 


Let a Lamson representative show 


skilled cashier and a schooled author- you from the experience-pages of 
izer makes change and _ sanctions American merchants what Lamson 
credit. Service can mean to you. 
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Do You Know? 


We often wonder just. how many members of the National Retail Credit 
Association know the extent of the actual work your Association is doing. 


Here is a fiscal year’s history crowded into paragraphs, which we hope will 
bring home to each member the fact that their Association is progressing. 


Under the leadership of President Leopold L. Meyer of Houston, and 
working as a unit to carry our his educational plan, we have spent 90% of our 
energy and resources in bringing to the Merchant, the Credit Manager, and the 
Public, Credit Educational features. 


Our Educational Director, Mr. Guy H. Hulse, traveled thousands of miles 
and made hundreds of inspirational addresses in both small and large commu 
nities. 


Through 980 organized Reporting Bureaus, we have kept constantly before 
the Merchants the necessity of filing all credit information in one central clearing 
house and obtaining all credit information and reports from one clearing house in 
each community. 


We have upheld the idea of Credit Co-operation among Merchants and the 
establishment of a community credit policy, as a remedy for profitless and slow 
accounts. 


Ten Regional Conferences of Credit Managers, with an average attendance 
of 248, and twenty-one Regional or State meetings of Bureau Managers were 
held under our supervision. A real educational feature. 


Our National Pay Your Bills Promptly Campaign, under the management 
of Vice-President Milton J. Solon of Minneapolis, was responsible for advertise 
ments appearing in newspapers, published in 115 cities, and reaching thirty million 
persons. This feature increased collection percentages and helped non-members 
as well as members. 


Our Credit Class Lectures for the benefit of Credit Executives, under the 
leadership of J. H. Edgerton, of McCreery’s, New York, an entirely new feature 
supplying text book knowledge for those who are willing to learn, was taken up 
by 102 Local Associations. 


Our Statistical and Research work, under the direction of Elmer B. Schick, 
of Crowley Milner Company, Detroit, sent out thousands of questionnaires to 
members, bringing in a flood of vital statistics which are now being tabulated. 


Our Committee on Government Co-operation, supported by R. Preston 
Shealy, our Washington Counsel, succeeded in securing the assistance of the 
Department of Commerce in gathering valuable information regarding Retail 
Trade, with an appropriation from Congress for the purpose. 


In addition to these educational features, we have increased our service to 
the individual members and the Credit Bureaus one hundred per cent. 


This is an exceptional record for a fiscal year of ten months. 


ay Wood bch, 


Manager-Treasurer 
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Controlling Credit 


By J. MORETON, Manager Canadian Bank of Commerce 
Windsor, Ont. 


Address delivered before Associated Retail Credit Men of the Border Cities 


S CREDIT MEN, my subject is one about 
A which you have a thorough knowledge based 

on practical experience. I also, in my previ- 
ous position as inspector, have examined many thou- 
sands of balance sheets in which the degree of ef- 
ficiency with which the credit men have done their 
work has had a great deal to do with the credit stand- 
ing of his principals at the bank. This subject is one, 
therefore, which is of 
particular interest to 


that the motor industries will shortly be working three 
shifts a day, and with other developments such as 
the bridge and the tunnel, we can look to a short pe- 
riod of booming trade. We should not, however, be 
misled into thinking that such conditions will obtain 
indefinitely, as there is bound to be a letting down in 
the motor industries when the prospective period of 
great activity has supplied the need of the market. 
This is a matter which 
calls for careful plan- 








both of us, and while 
I shall approach it 
from the point of 
view of a banker, we 
both have the same 
aims—to avoid handi- 
capping the business 
by the locking up of 
necessary capital in 
dragging accounts, 
and to avoid losses. 
Before dealing with 
the technical side of 


Kansas City Will Take Care 
of All Delegates 


ECAUSE of the Republican Convention 

meeting in Kansas City the week before 
the Convention of the N. R. C. A., the im- 
pression was created there would be consider- 
able difficulty in securing hotel reservations. 


ning by our. mer- 
chants. They must 
forecast the duration 
of abnormal activity 
and make their plans 
accordingly. 

The balance sheets 
which are coming be- 
fore me at present re- 
veal the mistakes of 
the past, but it would 
seem that providence 
is about to give our 





the subject I should 
like to make a few re- 
marks about the pres 
ent situation in the 
Border Cities, and 
the prospects for the 
future. 

‘The depression re- 
sulting from the 
United States Immi- 
gration question and 
the shutting down of 
the motor industries 
apparently caught 
many of our mer- 
chants unprepared. 
They had bought free- 
ly, and continued to 
grant credit freely, 


expecting that the depression would be of short dura- 








We desire to officially announce Manager- 
Treasurer Woodlock made a special trip to 
Kansas City for the purpose of inquiring into 
the situation and is assured by the hosts, the 
Retail Credit Association of Kansas City, 
everyone will be taken care of. They have 
worked out a unique registration plan, ‘have 
tied up the hotels with an iron-clad contract 
for rooms sufficient to care for 1,500 delegates, 
so you need have no fear in this regard. 


~~ 
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Windsor at an early date. 


merchants an oppor- 
tunity to correct these 
mistakes, and it is to 
be hoped that they 
take full: advantage of 
the opportunity given 
to them and prepare 
for future periods of 
depression, which are 
bound to come. 

If rumors be true, 
there is another mat- 
ter which will have 
to be given very care- 
ful consideration. We 
have heard that a 
large departmental 
store is likely to com- 
mence business in 


Wherever this store has 


tion. Ten months has now elapsed, and the motor 
industries are still employing about 2,500 less men 
than they were at this time last year, and as the em- 
ployment situation was below normal last year, the 
situation, with the large increase in population, calls 
for extreme caution. 


The prospects for the immediate future, however, 
were never so bright. We are given to understand 


located in other cities, it has attracted a large share 
of the business, but it is to be hoped that the volume 
of business available here will be sufficient to enable 
all our business houses to operate profitably even 
with the added competition. 

In dealing with the technical side of the subject, I 
have decided on the following order: 


Turn to page 5, please 











T 


men 


com 
of ¢ 
lishi 
Stat 
Can 

C 
esti 
plat 
out 





ase 








THE CREDIT WORLD for May 5 





Controlling Credit 


(Continued from page 4) 


Installment Selling. 

The functions of Canadian Banks. 

Finance Companies. 

Open Accounts. 

INSTALLMENT SELLING 

The importance that has been assumed by install- 
ment selling in recent years is dealt with in a most 
complete way by the Professor of Political. Economy 
of Columbia University in a book he has recently pub 
lished. While the figures he quotes are for the United 
States, they may be accepted as an accurate guide for 
Canadian business. . 

Of 38 billions of goods sold at retail in 1926, he 
estimates that 4% billions were sold on the installment 
plan, and that 2% billions of installment paper was 
outstanding on an average. 

From the standpoint of 
the Credit Manager, the all 
important point is the rela- 
tion between the amount 
of merchandise sold and 
the amount of paper out- 
standing. 

While there is a_ sub- 
stantial variation in the 
various industries of the 
percentage of paper out- 
standing to annual sales, it 
is important that the credit 
manager should know the 
recognized percentage for 
his own business. He should 
check his percentages each 
month and ascertain the 
reason for any variation 
from the recognized standard so that steps necessary 
to adjust unsound practices which may have resulted 
in the variation can be taken. 

The explanation will be found by analyzing the 
down payments, the length of time given to complete 
the installments, the amount of payments in arrears, 
the length of time the payments are in arrears, or a 
seasonal increase in business resulting in an unduly 
large proportion of sales being included on which no 
installments have been paid. 

As it is customary to keep the books so that all of 
the foregoing information is readily available, it should 
be a simple matter to see at a glance the real reason 
for the variation. 

The margin of safety in permitting variations must 
be judged by the result of practical experiences and 
the record of losses over a long period is the only 
sure guide. 

A great deal depends on the kind of merchandise 
sold, and the rapidity with which it deteriorates or 





becomes obsolete. For example, the records to which 
I have referred show that the recognized ratio be- 
tween annual sales and paper outstanding for auto- 
mobiles is approximately 40%, whereas for pianos 
100% is regarded as being satisfactory. 

I find that the authority I am quoting has the fol- 
lowing to say about the furniture business: 

“The better installment houses in the furniture 
business are exceedingly liberal with delinquent pur- 
chasers. They exhaust all other possibilities before 
taking back the goods and they do this as a matter of 
business, with a view to maintaining their high reputa- 
tion. Even if they are finally obliged to take back the 
goods, they not infrequently leave a considerable por- 
tion of the furniture to cover a large part of the 
money that has been paid 
in. As a consequence, in- 
stallment selling in the 
high-grade furniture busi- 
ness has not only been 
profitable to the firms that 
conduct the business, but 









































Wi ¢inialw) we 
eo has also been a distinct ad- 
i vantage to the purchaser.” 


Statistics I have record- 

ed during my experience 
\, in various Canadian cities 
at confirm the accuracy of 

this statement. I think that 
if a complete record were 
available, it would reveal 


that Canadian furniture 


They must forecast the duration 
of abnormal activity. 


dealers are just as liberal 
as those in the United 
States, and that the loss 
record is less than 1%, which is creditable. It is in- 
teresting to note also that 80% of the total sales are 
made on the installment plan and that the down pay- 
ments average 15%. 

As furniture and automobiles account for three- 
fourths of the volume of installment selling, it is in- 
teresting to make a comparison between the methods 
of each, especially as in one case the life of the mer- 
chandise is from 5 to 7 years, and in the other case a 
generation or sometimes more. 

The dealers in motors demand a substantial pay- 
ment down, usually 33 1-3 on new cars and 40% on 
used cars, in comparison with an average of 15% for 
furniture dealers. They give much shorter terms than 
the furniture dealers, the average time to complete 
payments being 12 months for motors, compared with 
18 months for furniture, and they repossess promptly 
when payments are in arrears. Their record of losses 
over a six year period varies from .g10 to .035, 
Turn to page 6, please 
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Controlling Credit 


(Continued from page 5) 


which is an even better loss record than that of the 
furniture dealers. 

My object in referring to these two cases in which 
the life of the merchandise varies so widely is to em- 
phasize the necessity for the management to define a 
policy to suit its own particular line of merchandise, 
understand its soundness and then to see that the pol- 
icy is carried out rigidly by the Credit Manager. It 
is undoubtedly unwise to make many exceptions to a 
known sound policy, and the management would be 
well advised to permit the Credit Manager to deal 
with delinquent debtors without fear or favor. 

The policies may vary widely, but with the rapid 
spread of installment selling from real estate to most 
kinds of merchandise, careful thought should be 
given to the possible effects of a prolonged period of 
depression such as we are experiencing in the Border 
Cities at the present time if a large percentage of our 
citizens are carrying a load of debt equal to from one 
to two years’ income. 

It is not our purpose tonight to discuss the wisdom 
of installment selling. It stabilizes the regularity of 
output, it redoubles exertion to retain possession of 
merchandise on which part payment has been made, it 
permits the consumer to enjoy the goods at an earlier 
period than would otherwise be practicable, and it has 
many other good features, but unwise installment sell- 
ing may accentuate the intensity of a depression to 
a dangerous degree. Situ- 
ated as we are in the Bor 
der Cities, dependent to an 
important extent on the ac- 
tivities of the motor indus 
try, which will more or 
less always be subject to 
depressions and booms, 
care should be exercised to 
see that the policy is for- 
mulated on a basis which 
will not handicap proper 
financing in a depression 
such as we are now passing 
through. With the kind of 
competition there is in the 
motor business, we may ex- 
pect a repetition of the de- 
pression in from one to 
two years’ time. 

The paper produced by 
installment selling is 
financed in two ways: 
either through a Finance 
Company or by the mer- 
chant himself. The grow- 








Canadian Furniture Dealers are just 
as liberal as those in the United States. 


ing tendency is for the paper to be handled through 
a Finance Company. If the merchant desires to carry 
his own paper, he must have either a very substantial 
amount of capital in his business or borrow from a 
bank to a greater degree than the banks are supposed 
to accommodate him if they are to be in a position to 
finance other industries worthy of assistance. To ex- 
plain the functions of a bank, I shall read an extract 
from an address recently given by Sir Joseph Flavelle, 
which covers the point in an admirable way: 

EXTRACT FROM ADDRESS BY SiR JOSEPH FLAVELLE, 

ART. 

“Under our system of establishing credits which 
can be used by borrowers when required, the actual 
volume of such credits is greatly in excess of the cash 
resources of the banks immediately available for lend 
ing. Experience, however, has established the wisdom 
of these credits; they furnish assurance to business 
executives that funds will be available when the need 
arises. The explanation of this unusual course is in 
the peak requirements of various borrowers develop- 
ing at different periods of the year. For instance, 
some borrowers may have their maximum loans in 
January, others their maximum in September, or some 
other month. Some may have their loans reduced to 
a low point for a period of months, and for other 
months, owe nothing. During these periods of slack 
requirements from one set of borrowers, other hor- 
rowers’ requirements are 
either approaching, or are 
at the minimum. /t will be 
observed therefore that 
when borrowers retain 
their loans at a high level 
consistently during the 
year, they are technically 
bad borrowers, no matter 
how excellent the security 
against ultimate loss. These 
conditions are not appreci- 
ated or not understood by 
the borrowers, who are fre- 
quently angry when their 
banker presses for a more 
liquid position. They con- 
sider they should not be 
disturbed or pressed as 
long as the security offered 
is apparently sufficient to 
make their loan reasonably 
safe. It is to be remem- 
bered, however, that banks 
are organized to serve all 


Turn to page 7, please 
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(Continued from page 6) 


borrowers who require advances against liquid assets, 
for their legitimate need over various periods in the 
year. The bankers are, therefore, right in seeking to 
establish the practice that each borrower at some 
time during the twelve months will pay off his loans, 
and for a period require no advances. The more 
completely this practice is established, the greater the 
ability of the banks to serve a larger number of bor- 
rowers, with less risk of loans becoming doubtful, and 
consequently less danger of losses. If the banks per- 
mitted borrowers’ loans to constantly approximate the 
authorized credit, or to continue at an important per- 
centage of the credit, they would drift into practical 
partnership in business; they would limit their ability 
to serve effectively the general money requirements 
of the country, and in consequence, show disregard of 
their responsibilities under the Bank Act. The banks 
can have no interest in becoming partners in their cus- 
tomers’ business. ‘They are lenders of money, which 
should be repaid without impairment. J/t is their duty 
and practice to lend to borrowers who, having suf- 
ficient capital to take care of their normal require- 
ments, seek additional resources by way of loans, over 
a period when the activities of their business call for 
such assistance.” 

This is an enunciation of the functions of our Can- 
adian banks by an industrialist and financier of the first 
calibre, and it needs no amplification by me. It 
should always be borne in mind that the banks’ duty 
is to serve the whole community, and not a few 
favored customers. 

I shall now turn to 
the functions of 
Finance Companies. 

FINANCE 
CoMPANIES 

I made the state- 
ment that the prac- 
tice of selling on the 
installment plan cre- 
ates in the United 
States the substantial 
sum of 2% billions of 
installment paper on 
an average. The prob- 
lem of financing this 
amount of paper is 
largely assumed by 
finance companies. 
You will recall that I 
stated that motor cars 
and furniture account 
for three-fourths of 





exclusively handled by Finance Companies, and in re- 
cent months the practice of furniture dealers to use 
Finance Companies is spreading rapidly in the United 
States. The primary reason for this is that install- 
ment selling requires more capital than is usually 
available by the dealers, and that by using the facili- 
ties of a Finance Company, their business can be ex- 
tended far beyond the point which would otherwise 
be possible. Another reason which applies more par- 
ticularly to merchandise such as motors, where de- 
terioration is rapid, is that Finance Companies de- 
mand a strict compliance with the sales contract, and 
thereby reduces losses to a minimum through repos- 
sessing before deterioration overtakes the amount 
paid on the contract. 

The leaning towards the use of Finance Companies 
is demonstrated by the volume of business transacted 
by the General Motors Acceptance Corporation. In 
1926 this company financed $631,000,000 of install- 
ment paper, principally for motor dealers, and with 
the growing tendency of other industries to make use 
of these companies, it would seem to be only a matter 
of a short time before installment paper is handled 
universally in this way. 

As it is necessary for Finance Companies to borrow 
from the banks to carry on their business, the question 
has been raised as to why the dealers do not borrow 
direct from the banks and hypothecate the paper as 
security. 

The answer is that in dealing with the Finance Com- 
panies the banks ac- 
quire a double protec- 
tion —not alone the 
credit of the Finance 
Companies, but the 
notes and other obli- 
gations of the credit- 
ors of the Finance 
Companies. Under 
the Canadian Bank 
Act, it would not be 
legal for a bank to 
take an assignment of 
a lien contract, but by 
dealing with a 
Finance Company 
they indirectly obtain 
this protection as well 
as the additional se- 
curity of the assets of 
the Finance Com- 
pany, which is the 
fundamental basis on 








installment selling. 
Motor paper is almost 


If a Merchant desires to carry his own paper - - - 


which depends to a 





Turn to page 35 please 
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Credit and Collection 


Organization and Practice 


By WILFRED C. SIGERSON, C. P. A. 
Chief Accounting Engineer, General Office Equipment Corporation 
New York City 


The demands of modern business for large sales 
volume and also for speedy delivery, have resulted in 
the nearly universal adoption of credit as the initial 
medium of exchange. The cases in which business is 
transacted on a strictly cash basis are negligible, even 
in the retail field, to which practical application of 
the cash policy is restricted. Usually, therefore, pos- 
session of goods is transferred, and services are 
rendered, on credit terms, when the degree of con- 
fidence of the vendor in the vendee’s ability and 
willingness to pay is such as to reasonably anticipate 
payment on the agreed date. This is the condition 


which gives rise to, or creates, the credit and collec- 
tion problems. 


There are two major phases of the credit problem. 
The first has to do with the original determination of 
whether or not the applicant shall be sold to on credit 
terms, and, if so, what shall be the maximum amount 
of the risk. The second phase deals with the credit 
approval of customers’ orders or purchases, after the 
original line of credit has been established, and ledger 
experience with the debtor has accumulated. In this 
treatise the first phase of the problem is not dealt with, 
since it does not involve the vendor’s accounting rec- 
ords ; the second phase is, however, because of its con 
nection with these records, of primary importance. 
The collection problem is self-explanatory; the objec 
tive is the collection of all of the amounts due from 
debtors on the dates agreed to according to the credit 
terms. Necessarily, the credit and collection func- 
tions are interlocking, and, although they may be 
separately organized and administered, must be 
jointly considered. 

ORGANIZATION 

While the credit work is 
usually handled by a separ- 
ate department, the func- 
tion is so closely related to 
general financial functions 
that it is here designated 
as the Credit Division of 
the Financial Department. 
Furthermore, collection 
work, which is sometimes 
carried on as a separate de- 
partment, is called the Col- 
lection Division. 





Credit and Collection Functions 
are Interlocking. 


The Collection Division necessarily works in very 
close contact with the Credit Division, for the latter 
must, in extending new credit, be in possession of the 
latest vital facts. In fact, both credit and collection 
functions are very often merged into one division, 
the. same manager and clerical force acting in both 
capacities; this is nearly always true in small com- 
panies. 

Naturally, close co-operation between the Credit and 
Collection Divisions and the Accounting Department 
must be established and maintained. In addition, a 
similar relationship must exist between these Divisions 
and the Sales Department, since the latter is respon- 
sible for the character of the accounts with which 
the former has to deal. 

CREDIT METHODS IN COMMON USE 

The effectiveness of the Credit Division’s work is 
dependent, to a great extent, on the method in vogue 
for the approval of credit, i. e., for the act of placing 
the stamp of approval on the customers’ orders or 
prospective purchases. Adequate records, efficiently 
used, result in adequate methods; therefore, the sub- 
ject of basic credit records is one of primary impor- 
tance. In common or current usage, the records of 
major importance are as follows: 

1. Customers Ledger, maintained in Accounts Re- 
ceivable Division of Accounting Department. 

2. Complete Credit Record Card, maintained in 
Credit Division. | 

3. Partial Credit Record Card (occasionally in vis- 
ible index form, particularly in department stores), 
maintained in Credit Division. 

CUSTOMERS LEDGER 

In many instances, Customers Ledger Records are 
used as the sole basis for 
approving orders, no separ- 
ate record being maintained 
in the Credit Division. 
Those who favor this plan 
claim it has one outstand- 
ing advantage, namely, the 
advantage of economy; 
however, this is more ap 
parent than real, as is indi- 
cated by the following list 
of disadvantages of the 
plan: 

First, it involves a great 
amount of lost and ineffec- 


Turn to page 9, please 
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tive used time, on the part of credit clerks, due to be- 
ing forced to walk to the Accounts Receivable Divi- 
sion for the purpose of locating the ledger record; the 
record may be out of file and in process of posting, 
or otherwise in use. 

Second, it materially decreases the volume and ac- 
curacy of the work of the Accounts Receivable Divi- 
sion, because of the interruptions and stoppages of 
bookkeepers’ routine by credit clerks. 

Third, the ledger record does not, in its usual and 
regular form, present, without a great deal of figuring, 
a picture of the debtor’s status which is conclusively 
analytical. 

Note: The balance due on the account is of no 
great value, even though it is less than the credit 
limit; orders accepted and approved but not 
shipped must be added to obtain the true or ef- 
fective balance. But even more important than 
the credit limit comparison is the age analysis of 
the account, i. e., the overdue period of the vari- 
ous items comprising the balance; the ledger rec- 
ord is not usually adaptable for the making and 
keeping up to date of such an analysis. 

Fourth, the plan encourages the examination of the 
ledger account for every order, whereas that is entirely . 
unnecessary; this examination, if resorted to at all, 
should be confined to those accounts which are in 
doubtful or bad condition, and such accounts should 
stand out clearly, through “flagging.” 

COMPLETE CREDIT RECORD CARD 
[here are, also, numerous instances of the use of 

a complete Credit Record Card, which not only em- 
bodies a complete duplication of the data shown on 
the Customers Ledger Record, but also other data 
relating to credit limits, orders in process of filling, 


from page 8) 


et cetera. While this plan does not have the disad- 
vantages of the plan previously described, the cost of 
maintaining the record is considerable, and would in 
most cases, probably double the operating cost of the 
Credit Division. 

PARTIAL CREDIT RECORD CARD 

Finally, there is a plan which makes indirect use 
of the Customers Ledger Record but which employs 
as its direct basis of credit approval a Partial Credit 
Record Card. An illustration of the functions of the 
two records used in this plan is shown by the follow- 
ing extract: 

“A card record was kept in the credit department 
which showed this credit limit. It was also marked 
on each ledger account and instructions issued to each 
bookkeeper, when posting an account, to notify the 
credit department, on a form provided, whenever a 
customer’s order brought the account to within 75% 
of the established credit limits. The bookkeeper also 
checked up his accounts weekly and notified the credit 
department of all past-due accounts. Thus, the latter, 
having made a note on the customer’s card each time 
an account was past due, had only to consult the 
credit limit cards. If the account was not ‘flagged’ an 
ordinary clerk would pass on the credit, and only those 
which were ‘flagged’ needed the attention of the credit 
man. If a customer bought within 75% of his credit 
limit and if he paid all his bills on time, no notice was 
sent to the credit department because it was not 
needed.”-—-From Office Management, by W. H. Lef- 
fingwell. 

This plan is adaptable to retail, wholesale and man- 
ufacturing business. In retail business, and in other 
two classes, when terms call for one monthly settle- 

Turn to page 10. please 
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ment of all items purchased during the preceding 
month, the weekly checking for past-due items is elim- 
inated, and this function is performed monthly. The 
plan reaches its maximum effectiveness in the depart- 
ment store, where the approving of proposed pur 
chases is in charge of an “‘authorizer,” who, by tele 
phone or automatic mechanical device, approves or re 
jects credit after speedy reference to a handy visible 
index of tabbed or “flagged” credit cards; an “O.K.” 
phone is also available for referring doubtful cases to 
a superior, who has the authority to allow purchase, 
or to take other necessary steps, in connection with 


“flagged” accounts. 


COLLECTION METHODS IN COMMON USE 
As far as basic records are concerned, the collection 
methods in common use depend largely upon the class 
of business. In the manufacturing and wholesale 
classes, when terms commence from specific date of 
each invoice, collectors may be furnished by the Bill 
ing Division of the Accounting Department, with 
copies of invoices; in this case, the invoices are used 
as collection ticklers, being destroyed when the items 
are paid. Copies of monthly statements may also be 
used, either solely or in conjunction with invoices. In 
retail business, and in the other two classes when 
terms call for one monthly settlement, duplicate month 
ly statements may be used. In isolated cases, particu 
larly where bookkeeping machines are not used and 
where statements are written by hand, the collectors 
may work direct from the Customers Ledger Records. 
In all of the collection plans, mentioned above, it 
is possible to follow rather closely and effectively in- 
dividual past-due items. ‘This is more true in those 
cases in which copies of invoices are used than where 
statements and ledgers are used. However, at least 


in their actual operation, none of these plans visual 





izes for the collectors the status of the account as a 
whole by making continuously available an up-to-date 
age analysis of each account and all accounts com- 
bined. It is one thing to form a mental picture of an 
account with a balance, for example of $1,250, of 
which $900 is past due; but an entirely different and 
more valuable impression is gained, from the collect- 
or’s viewpoint, if an age analysis is made, showing 
that 

$350 is current, 
$325 is 30 days past due, 

$250 is 60 days past due, 

$200 is 90 days past due, and 

$125 is over go days past due. 
If such an age analysis is valuable, which seems self- 
evident, the ideal condition would be that of having 
it available continuously for all accounts, instead of 
preparing it only in special cases for separate accounts 
which are scrutinized closely when it appears that the 
condition is becoming acute. 


LATEST METHOD OF SOLVING CREDIT AND 
COLLECTION PROBLEMS—ACCOUNT 
AGE ANALYSIS PLAN 

Several years ago, a nationally known oil company 
evolved a plan, comprising basic records and operat- 
ing methods, which not only greatly simplified and im- 
proved the credit and collection procedure but also de- 
creased the amount invested in past-due accounts. This 
has become known as the Account Age Analysis Plan 
The plan is adaptable, with minor omissions and vari- 
ations, to any retail, wholesale or manufacturing busi- 
ness, the credit terms of which require or allow set- 
tlement once monthly. This is also true of businesses 
which sell on other standard terms, as, for example, 
‘2% 10 days, net 30,” if a broad, general picture of 


Turn to page 11, please 
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account ages is desired, as a key to collection action 
rather than as an absolute basis of action. 

The fundamental credit and collection advantages 
of the plan are the same in any business, irrespective 
of the class thereof. But in the case of the depart- 
ment store the ramifications are greatest and the num- 
ber of departments and sub-departments affected and 
served is maximum. Therefore, the plan will be de- 
scribed for a typical department store. Necessary vari- 
ations in other retail units and in wholesale and man- 
ufacturing enterprises will, no doubt, be self-evident. 

THE PREPARATION OF THE ANALYSIS 

Prior to the monthly closing date, an age analysis 
is made of each ledger account and the result is re 
corded on one of the margins of the ledger sheet. 

Note: The analysis does not include the cur 

rent month’s charges or receipts against such 
charges; the current month figure will be com 
puted at the time of typing the analysis, as here 
inafter described. ‘Therefore, it can be made at 
any time during the month, but since the major 
ity of customers pay their accounts by the 20th 
)f the month, it would be well to wait until after 
that date. Of course, cash receipts affecting 
the past-due analysis which come in after com- 
pletion of the ledger analysis must be applied to, 
or deducted from, the memorandum total or 
totals. 

\fter the Customers Ledger has been closed, and 
customers’ statements have been mailed, the “Analy 
sis” is prepared on an accounting machine. First, the 
desired number of copies of the “Analysis” are col 
lated, together with, one after another, the blank cus 
tomers’ statements for the new month just commenc 
ing. As each account comes up for analysis, the bal 
ance on the account from the ledger sheet is typed into 
the balance column of the statement, imprinting, by 


‘arbonization, in the relative column of the “Analy 
sis.’ Next, the statement is removed and the age an- 
alysis figures previously noted 


name and address is written. The result is a line 
entry, comprising account balance and age analysis 
thereof, for each customer. 

This process is continued for all accounts in a ledger 
or ledger group. Adding registers over the various 
columns automatically accumulate total values out- 
standing for the different periods and also the grand 
total or trial balance figure. The copies of the “‘an- 
alysis” are used, for example, as follows : 

1. Collector. 


2. Cashier. 
3. Credit Bureau Service Clerk. 
}. Credit Division and Comptroller. 


a Merchandise Department. 
See Exhibit A. 

During the month, cash receipts from, and credits 
to, customers are posted to the collector’s copy of the 
“Analysis,” and the balances due for the various pe 
riods are reduced or cancelled. See Exhibit A, Age 
\nalysis. 

At the end of each month, after that in which the 
plan is introduced, the posted collector’s copy of the 
previous month’s analysis (Exhibit A, Age Analysis) 
is used with the ledger (Exhibit C, Ledger), as the 
basis from which the new “Analysis” is prepared ; the 
only difference is that the amounts in the age columns 
are written one column further to the left on the new 
forms, e. g., What was 60 days overdue the previous 
month, will be overdue 90 days in the current month 
(See Exhibit C.) 

THE USE OF THE ANALYSIS 
COLLECTOR’S COPY 

Through the simple procedure of applying credits 
to the “Analysis” (See Exhibit A, Analysis), the col 
lector has a continuous age analysis, an invaluable aid 
in collecting past-due accounts. It is no longer neces 
sary to use the ledger, except in very extraordinary 
cases ; hence, an immense amount of time is conserved 
The collector has constantly before him, in con- 


densed form, a_ true pic- 





on the ledger sheet margin, 
are written in the various col- 
umns provided therefor, e. g., 
over 90 days, go days, 60 net 
days, 30 days, current. Or, if 
desired, the statement remains 
in the machine and the age 


EXHIBIT - B ture of the condition of 


each account and of all ac 
counts. Notations may be 
made on the “Analysis” as to 
the promises made by debtors, 
the numbers and dates of 





form letters mailed, follow-up 
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ceives the statement, at the able to read the ages of his 


beginning of the next month, various amounts, from a sheet 
that his account is being close- which shows that the com- 


ly analyzed. Finally, the 
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PROGRAMME 


MONDAY, JUNE 18, 1928 BUSINESS SESSION 5 


10:00 A. M. MEETING Boarp oF DIRECTORS National TUESDAY MORNING, TUNE 10. 1028 1G 
Retail Credit Association, Directors’ Room, 
Shrine Temple 9:30. Mus 


9:45. Catt TO ORDER by Leop. L. Meyer, Cr. Mgr 
MONDAY, JUNE 18 


Foley Bros. D. G. Co., Houston, Tex.; Presi 


Entertainment dent National Retail Credit Assn 
eT Invocation—Harry Clayton Rogers, D. D 
SCEPTION ») ANCE, ‘ = 
Linwood Presbyterian Church. 
Place: Kansas City’s new and wonderful E1.-’Tor 
REON Bat, Room. Reserved for private Dance 10:00. WeELcoMmE to “The Heart of America,” Hon 
and Reception by the Retail Credit Association Albert I. Beach, Mayor of Kansas City 
Accommodates 1,500 couples and is located just 
10:15. RESPONSE TO WrELCOME—James R. Hewitt, 


outside of the business district. Free Transpor 


tation furnished to and from the El-Torreon Ball Cr. Mgr. The Hub, Baltimore, Md.; First 
Room. Vice-President National Retail Credit Assn 
Time: 9 p. m. Monday, June 18, 1928 Turn to page 13, please 
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KEPORTS OF OFFICERS--President Leop. L 
Meyer, Houston, Tex.; Manager-Treasuret 
Secretary 
and Educational Director Guy M. Hulse, St 


Louis, Mo. 


ANNOUNCEMENT OF COMMITTEES. 
Credentials. 
Resolutions 
Nominations 


By-Laws. 


“What the Government is Doing te 


Dr. Julius Klein, Chief U.S 


ADDRESS 
Help Business.” 
Department of Foreign and Domestic Com 


merce. 


“What the N. R. C. A. 1s Doimg to Assist the 


Government Compile Accurate Informatior 


Regarding the Retail Business.” 


RECESS FOR LUNCHEON 


BusINEss SESSION 


TUESDAY AFTERNOON, JUNE 109, 1928 


2:00. 






Lake in Penn Valley Park 


This park, in the Heart of America, is one of the most beautiful and restful in the Middle West 


Music 


CALL TO ORDER. 


INTRODUCTION OF ExuHIBIT MANAGERS 


“Credit Operation Cost and Control.”’ Resume 
ot Statistical Committee. Elmer B. Schick, 
Cr. Mgr. Crowley-Milner Co., Detroit, Mich. ; 
Chairman Statistical and Research Commit- 
tee. 

“What the Michigan Bureau of Business Re 
Dr. Carl M. Schmalz, Asst. 


3ureau of 


search Found.” 
Director Jusiness Research, Uni 


versity of Michigan 


“The Credit Bureau the Control of /nstall 
ment Buying.” Reginald $. Martin, Manag 
ing Director Retail Credit Assn. of San Fran 


cisco, Calif. 
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Appress—“The Credit Manager’s Obligations 
to the Customer.” Lawrence M. Jones, Chair- 
man of the Board, The Jones Stores Co., 


Kansas City, Mo. 


“Creating Credit Efficiency by Class Study.” 
Resume of Educational Committee. Justin H. 
Edgerton, Cr. Mgr. McCreery’s, New York, 
N. Y.; Chairman N. R. C. A. Class Educa 


tion Committee. 


“The Possibilities of the Credit Profession.” 
F. J. Habein, Sec.-Treas. Commercial Service 


Assn., Livingston, Mont. 


“The Credit Bureau — The Credit Man.” 
James D. Hays, Mgr. Harrisburg Credit Ex 


change, Harrisburg, Pa. 


ADJOURN For Day. 


Group Conferences Tomorrow. 





A “Lindbergh’”’ view of the downtown district in the Heart of America. 


TUESDAY, JUNE 19 
Entertainment 
VISITING LADIES—BRIDGE Party. 


Place: The Ivanhoe Country Club. A beauty spot 
in the country, just outside the city limits. A 
marvelous scenic ride through Kansas City’s 


famed Country Club residential district. 


Time: 2:30 p. m. 


GROUP MEETINGS 
WEDNESDAY, JUNE 20, 1928 


\ll Delegates will assemble at Convention Hall at 
g a.m. Meeting will be called to order at 9:15 by 
Frank Batty, Chairman of Group Conferences. The 
Group Chairmen will be announced and delegates will 


proceed to the rooms assigned to the various groups. 


Turn to page 15, please 
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THE SERVICE DEPARTMENT GROUP 
Steve Talkes, Washington, D. C., Chairman. 
Guy M. Hulse, Educational Director. 

This group will assemble at 9 a. m. in the Conven- 
tion Hall and go into session at 9:30, when the various 
Retail Merchandise Groups have proceeded to their 


assigned halls. 


WEDNESDAY, JUNE 20 


Entertainment 


VisitiInG LapieEsS—TourR OF THE CITy. 
A Grey Line Bus Tour of America’s Most Beauti- 
ful City. Over our world famous boulevards. 


Time: 1:30 p. m. 


LADIES’ Party (No men allowed). 
Place: Theater, Ararat Temple. 


A sequel to the Stag Party for the men and all 


arrangements in the hands of our lady members. - 


Time: 8 p. m. until next day. 


Entrance to Swope Park 


MEN’s Stac Party (No ladies allowed). 

Place: Memorial Hall, Kansas City, Kansas. 
This entertainment furnished and handled 
throughout by the men members of our Kansas 
City, Kansas, Group in their new Memorial 
Building. Boxing, music, visual and actual food. 
Protection guaranteed along with your satisfac 
tion. No connection with the outside world ex 
cept by radio. 

Time: Leave hotels at 6:30 on auto tour through 
Industrial Section, Kansas City, Mo., and Kan- 


sas City, Kansas. 


3USINESS SESSION 
THURSDAY MORNING, JUNE 21, 1928 
9:00. Music. 


9:15. CALL TO ORDER. 
InvocaTion—By Dr. Rev. Harry H. Mayer, 
The Temple. 


Turn to page 16, please 





This park, in the Heart of America, has much of the natural beauty and is beautiful to behold. 
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“The Value of Publicity in Educating the 
Public in the Prompt Payment of Accounts.” 
Resume of “Ad Folio” Committee. Milton 
J. Solon, Cr. Mgr. The Dayton Co., Minne- 
apolis, Minn.; Chairman Pay Prompt Pub- 
licity Committee. 


“Doctors and Their Credits.” R. H. Rein- 
hardt, D. D. S. F. A. C. D., Lincoln and Lee 
University, Kansas City, Mo. 


“What's Ahead of the Retailer?” Eagle 
Freshwater, Director, National Retail Furni 
ture Institute, Grand Rapids, Mich. 


“How We Stabilized Automobile Financing.” 
C. C. Hanch, Genl. Mgr., National Assn. of 


Finance Companies, Chicago, III. 


Appress—“What the Merchant Expects of 
the Credit Manager.” Sidney Baer, 
Baer & Fuller D. G. Co., St. Louis, Mo 


Stix- 


“The Real Meaning of a Community Credit 
Stephen H. Talkes, Secy. and Mgr. 
Associated Retail Credit Men, Washington, 
D. C.; Chairman Service Department Commit- 
tee, N. R.C. A. 


Policy.” 


REPoRT OF CREDENTIALS COMMITTEE 


RECEsS FoR LUNCHEON. 





Liberty Memorial 


A monument dedicated to the war dead that rises so 


majestically in the Heart of America. 


je | 


Place: Ararat Temple. 


BusINESs SESSION 


THURSDAY AFTERNOON, JUNE 21, 1928 
00. Music. 


715. CALL TO ORDER. 


Report of Finance Committee. Geo. A. Lawo, 
Secy. and Treas. John Gerber Co., Memphis, 
Tenn.; Chairman Finance Committee, N. R 


C. A. 


:30. “The Profit Vanishing Point of Accounts Re 


ceivable.” E. Gamlen, Cr. Mgr. Frank Wer 
ner Shoe Co., San Francisco, Calif. 


“Consumers Credit vs. Producers’ Credit.” 
W. F. Gebhardt, Vice-Pres. First National 
Bank, St. Louis, Mo. 


:-45. Report oF NOMINATING COMMITTEE 


NOMINATIONS FROM FLoor. 
ELECTION OF OFFICERS. 


15. Discussion—“Should Interest be Charged on 


Past Due Accounts?” 

Affirmative: F. W. Funk, Cr. Mgr. Atkinson 
& Co., Minneapolis. 

H. F. Sehmer, Mgr. Peoria Merchants Assn., 
Peoria, Ill. 

L,. I. Coffey, Metz Lbr. Co., Wichita, Kans. 
Thos. McCormick, Culbertson’s, Spokane 
Wash. 

Negative: H. R. Stuart, Cr. Mgr., Halliburton 
Abbott Co., Tulsa, Okla. 

Joel Pincus, The Outlet Co., Providence, R. I 
Edw. J. Dollard, O’Connor Moffett Co., San 
Francisco, Calif. 

Open DIscuSSION ON SUBJECT. 


‘15. ApjyourRN For Day 


THURSDAY, JUNE 21 


Entertainment 


BANQUET, VAUDEVILLE AND DANCE. 


Seating 1,500 at the Ban 
The best vaudeville obtainable with a nov 
elty presentation that will please. 

Favors for the Ladies. A Master of Ceremonies 
who is a real MASTER. No speeches. Music 
and specialty acts during Banquet; then the Show 
in the Ararat Temple Theater. Then the Dance 
until you quit. You'll have to be there to under 
stand how wonderful it will be. 


quet. 


Turn to page 17, please 

















9 :00 


4) 230, 


II :30. 


11:50 


THE CREDIT WORLD for May 17 





Sixteenth Annual Convention 
PROGRAMME 


(Continued from page 16) 


BuSINESS SESSION 


FRIDAY MORNING, JUNE 22, 1928 


Music. 


CALL TO ORDER. 
InvocaTion—Rev. Bernard J. Hale, Cathe 
dral of the Immaculate Conception. 


Report oF By-Law CoMMITTEE. 
REporRT OF RESOLUTIONS COMMITTEE. 


“The Credit Manager and the Law.” Hon. 
Lawrence McDaniel, St. Louis, Counsel 
N. R.C. A. 


“Retail Credit Extension in Canada.” A. G. 
Donaldson, Cr. Mgr., Hudson Bay Co., Win- 
nipeg, Canada. 


WHERE Do WE Go Next YEarR? 
Five minutes for each city desiring conven- 
tion to present invitation. 


INSTALLATION OF NEW OFFICERS. 


12:15. “What I Expect Next Year.” 
President. 


By the New 


12:30. ApyouRN—Till we meet again. 
SERVICE DEPARTMENT 


The Service Department will hold a special session 
from 10 a. m. to I p. m. 


FRIDAY, JUNE 22 
Entertainment 
Trip To LONGVIEW FarmM—HorseE SuHow. 


Place: The Longview Farm, 22 miles from Kansas 
City. Owned by R. A. Long and his daughter, 
Mrs. Lulu Long Combs. A show place of world 
renown with a Private Horse Show, in which the 
Prize Winning Horses of Mrs. Lulu Long Combs 
will be put through their paces. 


Time: Leave Kansas City in Autos and Buses at 
1:00 p. m., and back in the city by 5:00 or 6:00 
p. m. 


Turn to page 18, please 








PROXY 


DELEGATE NATIONAL RETAIL CREDit ASSOCIATION 
CONVENTION, KANSAS CITY, MO., JUNE 19-20-21-22, 1928 


TO THE NATIONAL RETAIL CREDIT ASSOCIATION: 


I, a member in good standing of the National Retail Credit Association, do hereby appoint and 


designate 


as my proxy, to act as my attorney and in my stead vote my membership at the Convention of the 
National Retail Credit Association, held in Kansas City, June 19-20-21-22, 1928, for the election 
of officers or on any other matter upon which a vote is taken 


Witness: 


Firm. 


Address..... 


Signed 
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Service Department Programme 


Sixteenth Annual Convention 
Kansas City, Mo., June 19th-22nd, 1928 


"Ting is strictly a business conference. Morn- 
ing sessions begin promptly at 9:00 o’clock. 
Afternoon sessions promptly at 1:00 o'clock. 
Be on time and remain throughout each session. 

Do not hesitate to give your opinion on any subject 
under discussion. We learn only through an exchange 
of ideas. 


In order to assist the stenographers to give a cor- 
rect report of the proceedings, always give your name, 
the name of your organization, and the name of your 
town, when you address the Chair. 


SERVICE DEPARTMENT COMMITTEE 
Stephen H. Talkes, Chairman 
A. D. McMullen A. B. Buckeridge 
R. S. Martin J. E. R. Chilton, Jr. 
Guy H. Hulse, Secretary 
SERVICE DEPARTMENT GROUP MEETING 
WEDNESDAY, JUNE 20, 1928 
Shrine Temple 
Morning Session: 
9:00. CAL, TO ORDER. 
Chairman Stephen H. Talkes. 
INVOCATION. 
GREETINGS. 
President Leop. L. Meyer. 
Manager-Treasurer David J. Woodlock. 


APPOINTMENT OF COMMITTEES. 
Rules and Regulations. 
“M” and “T” Ticket. 

Efficient Reporting (Session Subject). 
Quiz Master: Charles M. Reed, General 
Manager, Retail Credit Men’s Association, 
Denver, Colo. 


9:30. Inter-Bureau Reports (Foreign Reports). 
J. H. Van de Water, Manager, Retail Mer- 
chants Credit Association, Los Angeles, 
Calif. 

10:00. QUIZ. 


10:30. Locat Reports. 
Stephen H. Talkes, Secretary, Associated 
Retail Credit Men, Washington, D. C. 


11:00. QUIZ. 


11:30. Making Your Membership 100% National. 
Frank L. Miller, New Orleans Retailers 
Credit Bureau, New Orleans, La. 


11:45. Building the Largest Local Association. 
Wm. H. Gray, Cleveland Retail Credit 
Men’s Co., Cleveland, Ohio. 


12:00. ANNOUNCEMENTS AND RECESS. 


Turn to page 19, please 











A Personal Messag 


I had the pleasure of spending some time in Kan- 
sas City going over the arrangements for our Con- 
vention, June 19-21, and if the members of the N. R. 
C. A. knew what I know about the wonderful pro- 
gram which has been arranged for their benefit and 
enjoyment they would make up their minds to go, 
and send in their reservations at once. 


The Meeting Place 


For the first time in our history we meet outside 
the Headquarters hotel at the ARARAT Shrine 
Temple, only two blocks from the Muehlbach Hotel, 
which is Headquarters. The auditorium seats 1,500 
persons. The acoustics are perfect. Each member 
will have an individual leather covered opera chair, 
carpeted floor insuring no noise, ample coat and hat 


rooms, retiring rooms, smoking rooms, committee 
rooms, and thirty small halls. for group conferences. 
The banquet hall seats 1,600 persons. The ball room 
accommodates 800 couples. It is a most ideal arrange- 
ment. 


The Monday Night Get Acquainted 
Dance 
This will be held in the just completed EL, TOR- 
REON Dance Palace, the last word in beauty and 
scenic effects. 


The Men’s “‘Stag’’ Party 


Will be held in the Memorial Auditorium in Kan- 
sas City, Kan., a building seating 4,000 people, and 
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Service Department Programme 
Sixteenth Annual Convention 


(Continued from page 18) 


Afternoon Session: 
1:00. RECONVENE. 
CoLLECTIONS. 
Quiz Master 





Fred G. Stanley. President 

American Collection Service, Detroit, Mich. 

1:30. Making the Collection Department Profitable. 

A. D. McMullen, Secretary, Oklahoma City 

Retailers Association, Oklahoma City, Okla. 
Quiz. 


2:30. Collection Department Procedure. 
W. M. Milham, Manager, Kalamazoo Re- 
tail Credit Association, Kalamazoo, Mich. 
3:00. QuIZ. 
NATIONAL REPORTING. 
Quiz Master—Adolf Grasso, Secretary, Re- 
tail Merchants Association of Texas, San 
Antonio, Texas. 
The Finance Company—An Undeveloped 
Source of Profit to Retail Credit Bureaus. 
C. C. Hanch, General Manager, National 


w 
+s 
wn 


Association of Finance Companies, Chi- 
cago, Ill. 
3:45. Quiz. 
Developing New Business. 
Wm. F. Devere, Secretary-Treasurer, Lar- 
amie County Credit 
Cheyenne, Wyo. 
5. Quiz. 
115. ADJOURN. 


Rating Exchange, 


wm 
k 
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FRIDAY, JUNE 22, 1928 
Morning Session. 


9:00. RECONVENE. 
FINANCING THE BUREAU. 
Quiz Master—W. V. Trammell, Secretary, 
Merchants Credit Association, Birmingham, 
Ala. 


9:15. Relation of Modern Bureau Equipment to 
Income. 
Alfred C. Moreau, Secretary, Hartford 
Credit Rating Bureau, Inc., Hartford, 
Conn. 

9:45. Quiz. 

10:00. Financial Problems of the Small and Large 
Bureau. 
A. B. Buckeridge, Secretary, Pittsburgh 
Credit Bureau, Pittsburgh, Pa. 

10:30. QuIz. 

10:45. How the Credit Bureau Can Protect the In- 
stallment Merchant. 
H. Orrin Jones, Secretary, Dayton Retail 
Merchants Association and Credit Com- 
pany, Dayton, Ohio. 

11:15. Report oF COMMITTEES. 
Rules and Regulations. 
“M” and “T” Ticket. 

11:45. ADJOURNMENT. 


Turn to page 39, please 











o Each Member 


the program will surprise and amuse even the most 


fastidious. Boxing, vaudeville, stunts, circus. 


The Ladies’ Fashion Show 
An exclusive feature for the ladies while the men 
are attending the Stag, a Fashion Show, with wonder 
ful entertaining features on a scale never before at 
tempted. 


The Annual Banquet 
In the Shrine Temple. 
while dining. 


Music and entertainment 
An Orpheum Circuit 


No speeches. 
show, followed by a dance. 


The Horse Show 


Everyone knows the reputation of the Long farms, 
only fifteen miles from Kansas City. A uniformed 


brass band will lead the delegates in special busses to 
the farm and a three hour exhibition of prize winning 


horses will be held. 


The Visiting Ladies 

All wives, sisters, daughters or sweethearts of dele- 
gates will find every moment while the Convention is 
in session filled with Theater Parties, Sight-seeing 
Tours, Bridge, Teas, Luncheons, etc., on a lavish scale. 

Kansas City has done its work well. We guarantee 
no one will leave without feeling he had the best time 
of his life. As a business proposition or a vacation it 
will repay every member many times the cost of the 
trip. Bring the family and make it a vacation. 


D. J. WoopLock, 


Manager-Treasurer. 
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Lower cost::- 
Bookkeeping 


HIS achievement is the direct result of the 

wonderful mechanical development of 
Remington Bookkeeping Machines in the past 
two or three years. 


ceenentene maa 


This development work has had one aim and 
object—to supply exactly and completely the 
bookkeeping needs of every retail merchant. Our 
engineers have studied your problems and have 
given you the best possible solution. 


Investigation will prove to you that the Reming- 
ton Bookkeeping Machines we offer today are the 
most efficient and economical equipment you 
can purchase. 


They give you complete accuracy, at lowest cost 
of installation and upkeep. 


They give you speed in handling forms. 


They give you flexibility—complete application 
to your own special needs. 
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| for every retailer 


They give you ease and simplicity of operation. 
The sum of all—they give you results. 


We have machines which are special in their 
application to every one of the following retail 
bookkeeping methods: 


1 Dual plan—statement and ledger 


2 Statement, continuous ledger and audit sheet — 
one operation 


3 Fold-over form—statement and ledger 
4 Twin cylinder —statement and ledger; both originals 


Whichever one of these methods is best suited to 
your needs, that is the method we can furnish. 
If you will cut out and send us the attached coupon, 
checking on same the system in which you are 
interested, we will be glad to send you descriptive 
literature on that subject—all without obligation 
to yourself. 


Remington Retail 
Bookkeeping Machines 


Division of 


Remington Rand Business Service Inc. 


374 BROADWAY, NEW YORK 


Remington Typewriter Co. 
Division of Remington Rand Business Service Inc. 
374 Broadway, New York. 
I shall be glad to receive literature on the application of your retail bookkeeping 








machine to my business. No obligation on my part is involved in this request. 
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Reduced Rates For Our Convention 
In Kansas City, June 19-22 


EDUCED rates of fare and one-half will ap- 
ply from all points in the United States to 
Chicago in connection with the semi-annual 
meeting of the National Retail Furniture Association 
which will be held June 19-20-21-22, provided there 
are 250 certificates turned in for validation. 
Selling dates will be: 


June 12th-18th, inclusive, from all points in 
Nevada 


Oregon 


Arizona 

British Columbia 
California 

Idaho 


Washington 


June 13th-19th, inclusive, from all points in 


Montana Utah 


June 14th-2oth, inclusive, from all points in 
Colorado Wisconsin 
(except Julesburg) W yoming 
Illinois Texas 
Manitoba (see note) Maine 
Minnesota Massachusetts 
New Mexico Vermont 
North Michigan 
South Dakota 


North Dakota 


New Hampshire 
Khode Island 


June 15th-2tst, inclusive, from all points in 


Colorado Louisiana 
(Julesburg only) Missouri 
lowa Nebraska 


Kansas Arkansas 
Oklahoma 

New York State (east of Buffalo and Salamanca) 

New Jersey, Pennsylvania (east of Erie, Oil City and 
Pittsburgh ) 

Delaware, Maryland, District of Columbia, Virginia 
and West Virginia (east of Wheeling, Parkersburg 
and Kenova) 

\ll southeastern points south of the Ohio and Potomac 
rivers and east of the Mississippi. 

(Note: Manitoba (on Great Northern, Northern 
Pacific and M. St. P. & S$. S. M. Ry.), also from Win- 
nipeg, via Canadian National and Canadian Pacific 
Rys. 


TIME FOR RETURN IS MIDNIGHT—JUNE 26th 


In connection with taking advantage of the reduced 
fares, the following directions must be observed : 

1. Tickets at the normal one-way tariff fare for 
the going journey may be bought on any of the dates 
(but not on any other date). 

2. Dealer, when purchasing going ticket should be 
sure to ask the ticket agent for a certificate. He 
should not make the mistake of asking for a receipt. 


Ii, however, it is impossible to get a certificate from 
the local ticket agent, a receipt will be satisfactory and 
should be secured when ticket is purchased. The ticket 
should read to the point where the convention is to be 
held and no other. Dealer should see that certificate 
is stamped with the same date as shown on ticket. 

3. Certificates are not kept at all stations. Should 
ask home station whether he can procure certificates 
and through tickets to place of meeting. If not, he 
should buy a local ticket to nearest point where cer- 
tificate and through tickets to place of meeting can 
be bought. 

}. Immediately upon his arrival at the meeting, he 
should present his certificate to the endorsing officer 
as the reduced fare for the return journey will not 
apply unless he is properly identified as provided for 
by the certificate. 

5. No refund of fare will be made on account of 
failure to either obtain a proper certificate or on ac- 
count of failure to have the certificate validated. 

6. It must be understood that the reduction for 
the return journey is not guaranteed, but is contingent 
on an attendance of not less than 250 members of the 
organization and dependent members of their families 
at the meeting holding regularly issued certificates from 
ticket agents at starting point showing payment of nor- 
mal one-way tariff fare of not less than 67 cents on 
the going trip. 

7. A Joint Agent of the carriers will be in attend- 
ance on June 19th-22nd, inclusive, to validate certifi- 
cates. If dealer arrives at meeting and leaves for 
home prior to the arrival of the Joint Agent, or if he 
arrives at meeting later than June 22nd, after the Joint 
Agent has gone, he cannot have his certificate vali- 
dated nor secure the benefit of the return reduction. 

8. If necessary minimum of 250 regularly issued 
certificates are presented to the Joint Agent, and 
dealer’s ticket is validated, he will be entitled to a re 
turn ticket via the same route as the going journey at 
one-half the normal one-way tariff fare from place of 
meeting to point at which his certificate was issued 
up to and including midnight of June 26th. 

9. Return tickets issued at the reduced fare will 
not be good on any limited train on which such re- 
duced fare transportation is not honored. 


YOU WILL MISS SOMETHING 


Members of the National Retail Credit Association 
will surely miss a wonderful treat, one of the kind 
which comes only once in a lifetime, if they fail to at- 
tend the Convention at Kansas City, June 19-22. Four 
days of Credit Schooling. A program filled with intel- 
lectual speakers and entertainment features surpassing 
any previous meeting. 








uw! 
tation 
Golde 
place, 
cannc 
mittir 
fundz 
persu 
ing, < 
a col 
Anot 
sende 
diffe1 
was § 
vatio: 
unde 
and | 
thing 
Lord 
“Yes 
’em.” 
letter 
ING 
write 
push 
In th 
resul 
with 
eithe 
tamy 
TI 
is re 
prac 
reter 
that 


retai 
debt 

N 
stan 
of u 
Scio 
colle 
of t 
sym 








on 
nd 
at- 
ur 
el- 
ng 








THE CREDIT WORLD for May 23 








What Makes a Collection Letter Collect? 


By W. B. THRUSH 
of the Dayton Company 


HAVE grouped the few re- 

marks I am going to make 

under the general term, “Adap- 
tation,’ which has been called the 
Golden Rule of Business Letter Writing. In the first 
place, we must admit that the payment of an account 
cannot possibly be enforced by means of a letter. Ad- 
mitting that fact, we must then recognize that the 
fundamental function of a collection letter is one of 
persuasion. In business terms persuasion means sell- 
ing, and we accordingly arrive at the conclusion that 
a collection letter is fundamentally a selling letter. 
Another fact that we must keep in mind is that the 
sender and receiver of a collection letter are on two 
different sides of the fence. A lazy Alabama darky 
was sunning himself on the curb one day when a Sal- 
vation Army lassie came and jingled her tambourine 
under his nose. He shook his head and said, “No,” 
and the lassie said, “Oh, surely you can give some- 
thing, you owe at least a part of all you earn to the 
Lord.” The darky again shook his head and said, 
“Yes, but he ain’t pushin’ me as hard as the rest of 
em.” We would all like to be able to write collection 
letters that would PULL in money instead of PUSH- 
ING it in, but no matter how hard we may try to 
write pulling letters they are quite likely to appear as 
pushing letters from the standpoint of the recipient. 
In the last analysis, the true test of any letter is the 
results that it gets, and if you are entirely satisfied 
with the results that your letters are getting, then 
either the letters are satisfactory and should not be 
tampered with or you are too easily satisfied. 

The object of the larger per cent of business letters 
is responsive action on the part of the reader, and in 
practically all cases this responsive action implies the 
retention or the building of good will. We all know 
that up to the last stages of 
a collection, the object of 
our procedure, whether it 
be by letters or otherwise, 
is primarily to collect the 
account and secondarily to 
retain the good will of the 
debtor. 

Now there are four 
Standard appeals which all 
of us consciously or uncon- 
sciously make use of in our 
collection letters. The first 
of these appeals is that to 
Sympathy. This appeal is 


An analysis of letter requirements 
given before the Minneapolis Retail 
Credit Association. 





usually made by requesting that the 
debtor pay his account in order to 
furnish the creditor with funds 
with which he in turn may meet 
his obligations. This is considered the weakest of the 
appeals and is considered not well adapted for use by 
the average large business concern. It may, however, 
be used quite effectively by the corner grocer and 
small dealer. 

The second appeal is to the debtor’s self interest and 
this is made use of by calling the reader’s attention to 
the importance of paying his account in order to pro- 
tect his rating and keep his credit in good standing. 
Sometimes the suggestion is made that the creditor can 
offer his merchandise at certain prices provided only 
that his credit terms are strictly complied with. 

The third, and one of the strongest appeals, is to 
the debtor’s sense of justice or fair play which, as you 
know, is usually made by using the suggestion that 
credit was extended to him in good faith with belief 
in his intention and ability to pay, and that the only 
thing for him to do is to justify this confidence by 
paying for the merchandise with which he was en- 
trusted. 

The final appeal is that to fear, which is customarily 
used by making threats or suggestions of legal pro- 
cedure embellished with such terms as suit, garnish- 
ment, judgment, and execution. In a very recent 
article, an advertising manager characterized all four 
of these appeals as being fundamentally appeals to 
fear and accused the credit men of overlooking the 
most effective appeal which can be made, which he 
describes as the appeal to “cupidity.” His suggestion 
was that we offer such attractive bargains to delin 
quent debtors that they will pay up their accounts in 
order to take advantage of them. This would seem to 
put a premium on delin- 
quency, and although it 
might be used effectively by 
some wholesalers or manu 
facturers, it is very ques 
tionabl whether it is adapt 
able as a collection method 
to the department store or 
specialty shop. It must also 
be kept in mind that many 
delinquent accounts are the 
result of attractive bar- 
gains which have been 
taken advantage of. 


A lazy Alabama darky was sunning 
himself on the curb. 


Turn to page 38, please 
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Credit as a Moral Issue 


By H. P. VAN VIANEN, 


President—Credit Ass’n. Humboldt County, Calif. 
Comptroller—Daly Bros. Dept. Store, Eureka, Calif. 


(Credit Literature Committee, Frank Batty, Chairman) 


ously studied. We are familiar to a reason- 

able extent with the technique of credit grant- 
ing as it is practiced by leading credit managers in 
different lines of business. Modern and progressive 
merchants now have an inkling of what Credit Bu- 
reaus are endeavoring to accomplish. The economic 
causes and effects of credit on national business and 
prosperity have been put in the limelight by bankers 
and financiers. Statisticians have compiled incidental 
to the technique of credit, valuable data such as col- 
lection percentages and loss percentages. They have 
published figures showing that the fire losses in Amer- 
ica were much smaller than the credit losses. The 
University of Michigan has undertaken a special com- 
pilation of Credit Department statistics, soon to be 
published. 

Merchants are now rapidly becoming interested in 
Community Credit Work in so far as they have had 
time to grasp the significance of this idea. We have 
a splendid National Association fostering educational 
campaigns, and it is further vitally interested in all 
credit matters. Also we have well managed State 
Asseciations, Pay Up Campaigns, and many other 
laudable activities. All wide-awake merchants in all 
progressive communities are getting behind their local 
credit bureaus. Apparently all is well. 

Credit has been variously termed. As a matter of 
fact, there is great danger that the phraseology of 
these terms has outrun the patience of the more dis- 
criminate. 

It has been said that, ““The world revolves on 
credit.” That “The basis of credit is character.” That 
“Credit is the life of Trade.” That “Credit is an 
honest man’s highest good.” A rigamarole of these 
phrases has been doing double duty. As they go the 
rounds they become more meaningless in the degree 
that they become more trite, and then they finally cata- 
pult into insignificance and become a mere bundle of 
fossilized, professionalized platitudes. You may pos- 
sibly discern now what I am aiming at and what I am 
finding fault with. I have noted an obscure lack of 
fresh ideas about credit. The world is growing apace. 
Our basic conceptions about credit have not changed 
sufficiently in recent times. We need more light on 
the psychological factors now involved in credit. We 
have not explored the elysian fields of the credit 
world. 


ee REDIT has, up to the present time, been vari- 


As our culture grows and we cultivate more feeling 


and more understanding in the fields of literature, and’ 


science, it is amazing and startling that scholars have 
not turned their minds to make a rational explanation 
of the philosophy of credit. 

Credit as such is not in the limelight. The writer 
and the student of human affairs are ignoring it. We 
have articles about certain credit experiences telling 
us what to do under specific circumstances. We have 
the occasional address by the credit man who has been 
made wiser and somewhat sadder, in the actual routine 
of credit work. He subconsciously reacts in certain 
ways. But the attitude has been a defensive one. In 
the collection end it has been a matter of applying the 
law, another defense action. In the planning for more 
busines, it has been made a matter of granting easier 
terms. 


The social phenomena surrounding the consumer 
psychology regarding credit are as yet but guessed at. 
Existing textbooks and manuals contain instructions. 
They are dry reading, such as time tables and the like. 
They do not tell a story. Every worth-while thing 
has a story. Professor James Harvey Robinson 
would say, “Credit has not been humanized.” Mer- 
chandising, advertising, accounting, all have their 
stories told. The field becomes fascinating as such. 
Professor Paton’s book on the philosophy of account- 
ing reads like a romance. It is alive. Credit now is 
too narrowly confined. Its subject seems too narrow 
and the field not wide. Credit has no literature. That 
is sad. You may say that it does not need it. It does, 
however. All great constructive ideas have been made 
popular by writers and scholars. Great and valuable 
ideas can never be adequately conveyed except 
through the printed word. The abstracted and basic 
ideas of anything must be brought home in such a 
manner to the people that the full meaning will at once 
become apparent. 

It is a fact that credit has never been made an issue 
nor does it appear that it is becoming one. The people 
understand issues such as disarmament, child welfare, 
sanitation, biologic living, eugenics, but it does not 
know that credit is a moral issue, at least it does not 
conceive of it as such. Subconsciously it may be un- 
derstood as a part of our culture, but credit has never 
been expounded as have been the issues in which the 
public has taken an intelligent interest and active par- 
ticipation. 

Forty thousand millions of dollars, Dr. Paul 
Nystrom estimates our national retail business at. Six- 


Turn to page 25, please 
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Credit as a Moral Issue 
(Continued from page 24) 


per cent of this amount was done by department dise in ever increasing quantities and varieties, and 
stores, and half of this percentage was probably does it not become a problem of first magnitude then 
harged by department stores. to know in what manner we are going to handle cred 


its? Should credit be made a lure for people to con 
tract for obligations which embarrass them? 

A well know doctor in a long formula to combat 
poor |-_alth says amongst other things, “Do not get 


When it comes to credit every adult in this country 
should be an interested spectator. Everyone charges 
at some time or other. Character is not necessarily 


a basis for credit, but character is our reaction and ’ os _— . 
response to moral situations. What is this reaction too much into debt.” It is ume for the Schools ol 
then to credit? Social Research to study credit and to investigate and 


analyze the phychological factors in our modern life 
which are now bearing on the credit structure. Is it 
not true that often those who buy homes advance this 
as an excuse for non-payment of open book accounts ? 
Some time ago in an article, “Is credit still sound?” 
I asked for a stop on the highway. I see that we can 
not stop, but there is a curve ahead and I would like 
to see beyond it. Of course, all matters adjust them 
selves.in the end. Even if an economic loss has to be 
suffered in the adjustment. It may well be that by 
intelligent inquiry instituted now we can pave the way 


Bad debt losses are tremendous and run into mil- 
lions. Repossession is the order of the day. Is it 
true then that people are less conscientious about pay- 
ing their bills? Is it true that the lamentable adver- 
tising of “conserve your cash,” “pay us as you get 
paid,” “nothing down,” “credit on your own terms,” 
are undermining our morals? Are they weakening 
our proper reaction to the moral situation? Is the 
young generation aware of the propriety of properly 
caring for definite obligations ? 


Would it not be well now to realize that the in- for a continuance of a rational credit expansion 
creased standards of living are going to tax the inge- “Luctor et emergo.” ‘The credit ship still floats, flag 
nuity of the credit man? As it is essential to main- on top. We may be heading for unknown ports 
tain mass production we must distribute our merchan- WHO KNOWS? 





National Retail Credit Ass’n Convention— 
June 18-21—Kansas City, Mo. 


Shortest — Quickest and only double-track line 


a Chicago 


FRED HARVEY dining 
car service on the Santa 
Fe is conceded by experi- 
enced travelers to be ab- 


solutely the best in the pine City 


transportation world. 


7 Daily Trains Westbound 8 Daily Trains Eastbound 


Lv. Dearborn Sta. Ar. Union Sta. Lv. Kansas City Ar. Chicago 
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J. R. Moriarty, Div. Pass. Agent, Santa Fe Ry 
179 West Jackson St., Chicago, Ill., Phone: Wabash 4600, or 
Ticket Offices— Dearborn Station, Congress Hotel, Palmer House, 
Great Northern Hotel, LaSalle Hotel, Sherman Hotel, Stevens 
Hotel, and Uptown Union Ticket Office, Wilson Ave. and Broadway 













Chicago Kansas City Union Station Dearborn Station 
10:00 a.m. . . The Scout . . 9:25 p.m. 8:35 a.m. . The Missionary . 8:30 p. m. 
1:35 p.m. . . The Navajo. . 1:15 a.m. 6:00 p.m. . The Chicagoan . 7:25 a. m. 
6:00 p.m. . Kansas Cityan . 7:40 a.m. 7:45 p.m. . Chicago Express . 8:10 a.m. 
8:00 p.m. Calif. Limited (First) 8:10 a.m. 9:00 p.m. . . The Navajo. 8:30 a. m. 
8:15p.m. . *The Chief . . 8:20 a. m. 9:15 p.m. Calif. Limited (First) 9:00 a. m. 
9:15 p. m. Calif. Limited (Second) 9:15 a. m. 9:30 p.m. . . *The Chief . 9:15 a.m 
11:00 p.m. . . Missionary . . 10:30 a. m. 10:00 p.m. . . The Scout . . 9:30 a.m 
Observation Cars on the Scout, Navajo, Kansas Cityan, 11:00 p. m. Calif. Limited (Second) 11:00 a. m. 
Chief and California Limiteds. Cheudien Cosson . , Chicag Navajo, 
*Extra fare California Limiteds and Chiet ‘Extra Fare. 


Excellent Service also from the South & West 
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A Credit Surve 


By FRANK M. SURFACE, A.B., Ph.D. 


The credit structure between the 
retailer and the consumer is a mat- 
ter concerning which there is much 
talk and anxiety today. It is also 
a matter concerning which there is 
an unfortunate lack of real infor- 
mation. 

There appear to be noteworthy 
developments in process today in 
the retail credit world. ‘The sales 
of automobiles and other goods on 
deferred payments, or the install- 
ment plan as it is popularly called, 
are unquestionably ear-marking a 
material portion of the purchasing 
power of many consumers for fu- 
ture months. Stores, large and 
small, and of various descriptions 


are selling goods on credit to con- 


sumers who _ have _ established 
“charge accounts” with these 
stores. Gas, electricity, ice and 


many other goods and services are 
taken and used currently on the 
understanding that they will be paid 
for some time, perhaps the first of 
the next month. On the other hand, 
there has been a large growth of 
chain most of which sell 
only for cash payments at the time 
of sale. 


stores, 


The sale of goods to consumers 
on credit appears to have features 
which are very helpful to the busi 
ness world as well as being an ob 
ligement to the consumers. How- 
ever, it also appears that there may 
be features in the existing practices 
of extending credit which are harm- 
ful and dangerous and which at 
best are a needless expense. The 
establishment of credit practices on 
a higher plane of efficiency can best 
be secured by a careful study of 
existing practices on their results. 

There are those who claim that 
the average consumer’s credit is 
being mortgaged so far in advance 
as to create a serious national men- 
ace, and that a business depression 
which would otherwise be mild 
would cause a serious credit convul- 
sion. No one has as yet sufficient 


By the United States Bureau of 
Foreign and Domestic Commerce 
in* Conjunction with the National 
Retail Credit Association. 





FRANK M. SURFACE, 
A. B., Ph. D. 


Asst. Director U. S. Dept. of 
Foreign and Domestic Commerce 
In Charge of Credit Survey im 
Co-operation with the National 
Retail Credit Association. 
Born, Eaton, Ohio, April 22, 
1882; A. B., Ohio State Univer- 
sity, 1904; M. A., 1905; Ph. D., 
University of Pennsylvania, 
1907 ; from 1907 to 1917, was en 
gaged in agricultural research 
work connected with the Ken- 
tucky Agricultural Experiment 
Station and the Main 
tural Experiment Station; 1911, 
traveled and studied in Europe, 
spending considerable portion of 


Agricul- 


time at the Royal Agricultural 
College in Copenhagen; June, 
1917, became associated with the 
U. S. Food Administration as 
Assistant Chief of Statistical 
Division; was Acting Chief of 
that Division from June to De- 
cember, 1918; was sent to Paris 
in January, 1919, as Food Sia 
tistician with the American Com- 
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knowledge of the real facts to give 
a certain answer to this vital ques 
tion. 


The sale of goods on credit in 
volves a considerable cost. Whether 
or not this cost is too great is not 
absolutely certain. However, it 
does seem almost certain that any 
merchandizing practice regarding 
which there is so little systematic 
information does include many 
costs which might be reduced. It 
is our observation that when any 
merchandizing field has not been 
thoroughly analyzed it does contain 
wastes that can readily be eliminat- 
ed when they are discovered. There 
is so much dearth of knowledge 
concerning retail or consumer cred- 
it that it should be a very fertile 
field for the elimination of waste 
following a careful study of exist- 
ing practices and their results. 

The National Retail Credit Asso- 
ciation has become so firmly con- 
that, 
knowledge of the situation, wastes 


vinced through thorough 
can be saved for the benefit of both 
retailer and consumer, and business 
stability can be rendered more cer- 
tain, that it has determined that a 
comprehensive study must be made 
of retail credit. Since many busi 
ness men are loath to lay their fig 
ures before other business men who 
may be their competitors, the De 
partment of Commerce has been re 
quested to conduct a survey of the 
situation. ‘This the Department has 
consented to do and promises to be 
very careful to make certain that 
no figures pertaining to any indi 
vidual business can become known 
to any outsider. Moreover, the re 
turns will not in any way be 
checked against any other reports 
Retail 


ers may feel safe in laying their fig 


to any government agency. 


ures before us, knowing that th: 
operations of individual concerns 
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Welcome! 
National Retail Credit Men 


WIEN 


The Baltimore is 
K conveniently locat- 

ed to convention 
headquarters. 
Only three minutes 


walk. 


Gwe 
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C/MLAKE the Baltimore your head- 
quarters while you are in Kansas City 
. it’s the convenient hub of the city’s 
activities ... in the very heart of the 
club, shopping and theatre section... 
the hotel provided with every conven- 
ience for your comfort and service. 


Welcome! National Retail Credit Men 
to the Baltimore, Kansas City’s largest 
hotel... the hotel patronized by those 
who appreciate the finer distinctions of 
good living. 


A card will assure 


your reservation. 




















INSTALMENT BUYING MAY 
FEEL EFFECT OF HIGH 
COURT’S RULING 

Washington, Jan. 24.—By re- 
fusing to review a case involving 
title to autmobiles, and thus up- 
holding the decision of the Circuit 
Court of Appeals, the U. S. Su- 
preme Court yesterday laid down 
the principle, regarded as impor- 
tant because of growth of install- 
ment sales, that the sales agency 
and not the finance company has 
title to the goods. 

The Finance & Guarantee Co., of 
saltimore, sought an appeal from a 
decision in favor of the trustee in 
bankruptcy of the West York Mo 
tor Co. 

In this case the automobile man 
ufacturer shipped cars in its name, 
the invoice being sent to the sales 
agency and the bill of lading and 
draft to the manufacturer’s corre 
spondent bank. The sales agency 
paid 20 per cent of the price and 
gave the finance company a note 
for the balance, the finance com 
pany paying the draft and “leas 
ing” the cars to the sales agency 
Upon bankruptcy of the sales 
agency, the lower courts held that 
the agency held title to the cars 
despite the “lease” arrangement. 
This decision will not be disturbed 
by the Supreme Court.—II’omen’s 
IV ear 


RETAIL SURVEY ASSURED 

In a letter addressed to Presi 
dent Leop. Fe Meyer, dated April 
gth, Dr. Julius Klein Director, Bu 
reau of Foreign and Domestic 
Service, Department of Commerce, 


Washington, D. C 


“IT take great pleasure in inform 


, SayS: 
J 


ing you that the Department of 
Commerce has commenced prelim 
inary plans for the retail research 
survey which the National Retail 
Credit Association has asked the 
Department to undertake. On Tues 


day of last week, we had an all day 
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From the National Office 


session at the Department with 
representatives present from the 
sureau of Foreign and Domestic 
Commerce and the Committee of 
your Association. 


“The preliminary work and the 
conference of Tuesday have indi- 
cated the need for this survey and 
I believe that the business men of 
the United States will be placed in 
possession of valuable information 
when the survey is completed. 
Elimination of waste is of great 
benefit to all of our citizens and it 
would seem that some of this waste 
is traceable to the credit depart- 
ments. If we are right in this re- 
gard, this survey should do much 
to eliminate waste and your Asso- 
ciation is to be congratulated on 
the interest that it has taken in this 
matter. 


“With kind regards, I am.” 

This is another reason why you 
should get back of the Membership 
Campaign. 


MANHATTAN, KANSAS, 15 
FIRST BUREAU TO ORDER 
COMPLETE “PAY PROMPT 
LY CAMPAIGN” 


Mr. J. E. Ames, Manager of the 
Manhattan Retailers Association, 
was the first to place with our Pay 
Promptly and Education Commit- 
tee an order for the entire “Pay 
Promptly Advertising Campaign” 


as worked out by the Committee 


There has been about one hun 
dred and thirty-five or forty cities 
order parts of the campaign and 
several cities ordered the entire 
campaign, therefore the National 
office feels very much encouraged 
at the manner in which the bureaus 
and credit men are receiving the ef- 
forts of Mr. Solon’s committee. We 
wish to thank you, Mr. Ames, for 
your order. 


DEPARTMENT OF COM 
MERCE COMPLETES AN 
ALYSIS OF RETAIL SEL. 
ING COSTS. 

The local office of the Depart 
ment of Commerce in this city have 
forwarded us a copy of the com- 
plete report analyzing retail selling 
costs, and in reviewing this we find 
there is a vast amount of very val 
uable information, not only for pro- 
prietors of businesses, but for the 
credit manager, comptroller and 
sales manager, and I am sure the 
facts and. figures contained in this 
report will be of material assistance 
to our members. 

Mr. T. L. Gaukel, of the St. 
Louis district office at 1201 Lib 
erty Central Trust Building, has 
agreed to furnish our members 
with the above mentioned report, 
and I am sure you will find it very 
profitable to take advantage of M1 
Gaukel’s offer 


BALTIMORE CREDIT MAN 
AGERS STUDY THE ART 
OF CREDIT GRANTING AT 
THEIR LOCAL MEETING 
' The Credit 

Men of Baltimore forwarded us re 


Associated Retail 
cently a complete program of thei 
meetings and the subjects for dis 
cussion during January, February 
and March. We are passing it on 
to the membership for the purpose 
of offering a suggestion for increas 
ing interest in periodical meetings 
The Tak 


ing of an Application 


January 16th and 23rd 


January 30th—Sources of Credit 
Information. 

February 6th—Determining Fa 
tors in Passing on an Applica 
tion. 

February 13th—The Other Offic: 
of Your Credit Department 
The Credit Bureau. 

February 20th—Mechanics of th: 


Credit Office. 
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february 27th—Collections. 

March 5th—Legal Phases of Cred- 
its and Collections. 

March 12th—The Credit Depart- 
ment as a Business Builder. 


RIEGEL AGAIN 
\n attempt on the part of E. C. 
Riegel, New York publisher, to 
demonstrate to members of the 
North Jersey Association of Credit 
Retail 
Credit Men of Newark, in joint 


Men and the Associated 
neeting, that they were not credit 
men but “discredit men,” whose 
chief duty it was to run customers 
away from the stores, resulted in 
an uproar which caused premature 
closing of the meeting. 

The meeting broke up abruptly 
ifter Uzal H. McCarter, president 
of the Fidelity Union Trust Com- 
pany and guest of honor, resented 
remarks the speaker made concern- 
ing personal friends of his who are 
New 


nembers of the firm of a 


York department store. 


MEMPHIS CONVENTION A 
REVELATION 

(he following is a paragraph 

letter 

Credit Manager in South Carolina, 


from a received from a 
and the facts contained therein will 
doubly true of the National Con- 
vention in “The Heart of America” 
Kansas City, June 19th to 22nd. 
Read the following letter and then 
make arrangements to be present 
it the 1928 National Convention : 
“T am taking this means of ad- 
vising you that I recently attended 
the Regional Convention at Mem- 
phis, which was the first I have 
ever attended. I wish to state that 
although when I was connected 
with our local credit 
preached to my members the impor- 
tance of such a Convention, I never 
realized the educational value 
of one. 


bureau I 


Once 
The entertainment fur- 
nished the visitors was well worth 
the price of the trip. I hope to be 


able to attend more of them.” 
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DENVER ANNUAL MEETING 
IS WONDERFUL, SUCCESS 
As usual our old friend Charlie 

Reed leading the Denver gang put 

over a real annual meeting at which 

there was 120% of the membership 
present. For some strange reason 
the meeting was attended by Coun- 
ty Judge G. A. Luxford, Chief of 

Police Robert F. Reed, Manager of 

Safety and Excise Reuben W. Her- 

shey; Mr. William Stewart, Clerk 

of the U. S. District Court; Mr. 

George Holmes, Managing Editor 

of the Rocky Mountain News; 

Hon. John Horne Chiles, Attorney ; 

Mr. Louis Cavallaro, Royal Italian 

Consulate, and numerous other 

celebrities. 

that the officers 

heard so much about the arrange- 

ment for the annual meeting that 
they felt it their duty to be present 
to maintain peace and order. 


Lan) . 
The rumor is 





CREDIT LECTURE COMMIT- 
TEE MEETING WITH EX- 
CEPTIONAL SUCCESS 
We receive daily many excellent 
letters complimenting Mr. J. H. 
James McCreery & 
Co. on the wonderful work done 
by the Credit Lecture Committee. 


Edgerton of 


In fact, the results of this com- 
mittee’s efforts are so much appre- 
ciated that the vast number of lec- 
courses and _ instructions 
which they had printed originally 
are completely exhausted and they 
are now in the process of produc- 
ing an additional supply to meet the 
demand which is coming from all 
parts of the country. 


ture 


A NEW BANKING PLAN 

A new interesting 
banking policy has been announced 
by the National City Bank of New 
York, which is the richest and one 
of the most influential financial in- 
stitutions in the world. It will make 
small personal loans ranging in 
amount from $50 to $1,000 to sal- 
aried men and women at an inter- 


and most 





There will 


est rate of 6 per cent. 
be no fees, investigations or serv- 


ice charges. No collateral will be 
required. The borrower need only 
open a savings account of $1 or 
more, get two co-signers, certify 
that he has been steadily employed 
for six months and that he is over 
21. 

mistaken, 
the National City’s plan will take 
hold immediately and become a 


Unless we are much 


great success. The poor man has 
always been at a great disadvantage 
in this country in the matter of ob- 
taining small loans. 
compelled to go to loan sharks and 
to pay interest which frequently 
amounts to more than the principal 


He has been 


It is common to find a man so en 
meshed by small loan companies, 
borrowing from one to pay interest 
to the other, that he is hopelessly 
in debt. , 

Despite regulatory laws, the loan 
shark evil has become worse and 
worse, principally because the loan 
shark has had no competition. The 
banks apparently have never been 
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——— JOHN HANCOCK SERIES ——— 
Life Insurance 


for Credit 


HE JOHN HANCOCK plan of Busi 
it ss Life Insurance is adaptable to 
every kind of business enterprise. 
Whether an executive in a large cor- 
poration, partner in a long established 
firm, or the sole owner of a flourishing 
business, you should know about Business 

Life Insurance 

Upon maturity the policy provides funds 
to meet unusual conditions likely to follow 
death of important executive; to allow the 
surviving partner to purchase deceased's 
interests; to bridge interval following the 
sole owner's death until the business is on 
its feet. 

Send for copy of “Business Life In- 
surance for Executives,” containing full 
details. Address: 


INQUIRY BUREAU 


ac ~ 
LIFE INSURANCE COMPANY 
| of Boston 


MassacmuserTs 


197 CLARENDON STREET, BOSTON 
$2,764,000,000 Insurance in Force. 





SNS 
. 
Q 


If your policy bears the name John Hancock 
it is safe and secure in every way. 
c.Ww. 
SIXTY-FIFTH YEAR OF BUSINESS — 
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interested in this type of business, 
though, now that the National City 
Bank has announced its plan, we 
daresay its lead will be followed. 
The small-loan plan encourages 
thrift by making it necessary to 
open a savings account and it intro- 
duces large numbers of people for 
the first time to dignified banking 
institutions. 


FLORIDA ORGANIZES STATE 
CREDIT ASSOCIATION 
At the conference of the Florida 
Retail Credit Association a State 
The fol 
providing for 
100% affiliation with the National 


Association was passed : 


Association was formed. 


lowing resolution 


“Be it resolved, that the Credit 
Men and Women here assembled 
organize themselves into the Flor- 
ida Retail Credit Association, to be 
affiliated with the National Retail 
Credit Association. 


“We recommend a membership 
fee of $7.00 a year ($5.00 of which 
is to pay National dues), and that 
local affiliated Associations be or 
ganized in every city in the state, 
each city to have the right to name 
its own fee so long as it includes 
the $7.00 fee of the State Organi 
zation. 


“Any city organizing a local with 
as many as ten members shall be 
considered as an affiliated Associa 
tion. 

“In such cities no firm can join 
the State except 


through the affiliated Association. 


Association 


“In cities and towns having no 
affiliated Associations, individuals 
may join the State organization by 
paying the $7.00 fee direct. 


“The officers elected for this 
Conference shall be the officers for 
the Association for the first year of 
its existence and they shall select 
directors from different sections of 
the state as they deem wise.” 
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J. H. EDGERTON HEADS 
NEW YORK ASSOCIATION 
J. H. Edgerton, of McCreery’s, 

was elected president of the Asso- 

ciated Retail Credit Men of New 

York City, Inc., at the association’s 

annual dinner meeting in the Hotel 

Pennsylvania, when more than 200 

association members and _ their 

guests listened to a report submit- 
ted by Arnold Kann, retiring presi- 
dent. 

With Mr. Edgerton, who served 
a term as president several years 
ago, were elected J. W. Magan, of 
John Wanamaker, vice-president ; 
and J. M. Connolly, secretary and 
general manager. The vote for 
treasurer resulted in a tie for 
Thomas H. Hunt, of the Chemical 
National Bank, the present incum 
bent, and William Louden, of Mc 
Bride’s. Another election to fill 
the treasurership will be held in 
the near future. 

Directors elected for two years 
are: I. T. Pease, Ovington’s; H 
O’Brien, W. & J. Sloane; W. A 
Baab, Franklin Simon & Co.; R. J. 
Donnelly, Arnold, Constable & Co. ; 
and for one year, Donald Eyer, 
Bloomingdale’s. 

Cais Group “MERCHANT 

POSSESSED” 

In accepting the presidency of the 
association, Mr. Edgerton cited pos 
sibilities of increased service which, 
he said, could come with an in 
creased membership, and declared 
he hoped to see the association’s 
growth 


continued under his 


regime. The association is “mer 
chant-possessed,” said Mr. Edger- 
ton, in the sense that its revenue is 
derived from merchants, and the 
active interests of merchants them 
selves is desirable, he added. He 
suggested that merchants should be 
appointed to the association board 
of directors, enabling them to par 
ticipate more actively in its affairs. 
Suggestions looking to the develop- 
ment or betterment of association 
should be 


services forthcoming 


from all members, Mr. Edgerton 


declared, adding that an open board 
of directors’ meeting which every 


member could attend would be 


worth while. 

The association now numbers 573 
members, Mr. Kann revealed in a 
report discussing association inter- 
ests during his tenure of office. 
The membership figure is a net gain 
of 110 members in a year; 141 
members in all joined the organiza- 
tion last year. 


FRANK BATTY’S SON 
KILLED 

friends of Mr 

Frank Batty, Credit Manager of H 


Liebes & Company, San Francisco, 


Hundreds of 


President of the Associated Retail 
Credit Men of San Francisco and 
Chairman of our Group Confer 
ences for the Kansas City Conven 
tion, were shocked to learn that his 
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Your Collections 


ee 








Detroit 


‘Will receive the best attention 
possible if sent to 


The 
Merchants Credit 
Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 
RETAIL ACCOUNTS. 


The benefits accruing in placing 
your accounts with an organiza- 
tion owned by the merchants, 
for their protection, are self- 








evident. 


Rates Reasonable 
Safety Assured 
Address: 


MERCHANTS BLDG. 
206 E. Grand River Avenue 
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son, Lawrence C. Batty, a young 
man of twenty-two, was killed in an 
aeroplane accident at Eureka, Cali- 
fornia, on April 29. 

(he plain in which he was rid- 
ing as a passenger lost a wing and 
dropped three thousand feet. 

The Officers and Directors of 
the N. R. C. A. extend to Mr. Batty 
and his family our heartfelt sympa- 
thy. 


Mr. H. G. Smock, Credit Man- 
ager of J. Mandelbaum & Sons, 
Des Moines, Iowa, has accepted a 
position as Divisional Credit Man- 
ager of the J. L. Hudson Company, 
Detroit, Michigan. 

TEXAS RETAIL CONVEN- 

TION 

Three retailers organizations of 
Texas will hold a joint Convention 
at Wichita Falls, May 21-22-23. 
The Retail Merchants Association 
of Texas, The Associated Retail 
Credit Men of Texas, The Texas 
Credit Bureau Association. 

The meeting of the Retail Credit 
Men will be presided over by Rob- 
ert Stern, Credit Manager of A. 
Harris & Company, Dallas, who is 
President of the State Association, 
and under whose leadership the or- 
ganization has made phenomenal 
progress. 

Following is the program: 
Turspay, May 22, 1928 
Morning Session 
Robert Stern, President, Associated 
Retail Credit Men of Texas, 
presiding. 

9 :20—Announcements. 

9:30—Relation of Credit Bureau 
to Credit Grantor, Mrs. Ethel 
B. Finks, 


Secretary, Retail 


Merchants Association, San 
Benito, Texas. 

9:45—Efficiency on the Part of 
Your Sales Force, R. B. Bry 
ant, Bryant-Link Co., Stam 
ford, Texas. 

10:00—A Community Credit Pol- 
icy, Leopold L. Meyer, Hous- 
ton, Texas, President, National 
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Retail Credit Association. 
10:30 
10:45 

Advertising Campaign, John R. 

Clark, Credit Manager, Mon- 

nig Dry Goods Co., Ft. Worth. 


11:05 


Discussion. 


Educational Pay Prompt 


Discussion. 

11:15—The Place of Service in 
Business, John E. Phillips, 
Credit Manager, The Fair, Ft. 
Worth. 

11 :35—Second Report of Commit- 
tee on Resolutions. 





ROBERT STERN 


11 :45—What Is a Fair Credit Loss, 
and What Factors Contribute 

«. M. Jahn, 
Sakowitz 


Toward the Loss? I 
Credit 
Bros., Houston. 


Manager, 


12 :00—Adjournment. 
12:15—President’s Council, Dinner 
Meeting, Wichita Club, Pri- 
vate Dining Room. 
Afternoon Session 
Robert Stern presiding. 
2:00—The Legal Phase of Retail 
Credit Work, Judge John C. 
Read, Church, Read & Bane, 
Attorneys, Dallas, Texas. 
2:20—Discussion and quiz. 
2:30—What the Intelligent Use of 
Credit Has Done for the Re- 
David J. Woodlock, 
Manager-Treasurer, National 
Retail Credit Association, St. 
louis, Mo. 


tailer, 


iS) 





:50—Quiz on various Credit Top- 
ics, conducted by Mr. Wood- 


lock. 
3:30—Report of Committees. 


4:00—The Credit Department as 
a Business Builder, Robert A. 
Ross, Credit Manager, Nei- 
man-Marcus Co., 
Dallas 
Association. 


President, 


Retail Credit Men’s 


4:15—Best Methods to Control 
Limited Accounts, John M. 


Walsh, Credit Manager, Gold- 
stein-Migel, Waco. 


4:30—Adapting Credit Policies to 
Changing Conditions, J. W. 
Faulkner, Credit Manager, 
Dover’s, Inc., Port Arthur. 


4:45—Problems Confronting the 
Credit Manager, Carl T. Wid 
en, Bohn Brothers, Austin, 
President, Austin Retail Credit 
Men’s Association 


:15—Adjournment. 


ws 


4) 


:00—Banquet, main 


Room, Wichita Club. 


Dining 
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65 Creditors are banking 
on me to win. 
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The following letter is in answer toa letter 
for payment after debtor had removed. 


Dear Mr. Doe: 


I left Des Moines for St. Louis three weeks ago—not because I had creditors 
there nor because I couldn’t hold my chin up and tell the whole world to go t 
Gehenna, but because I could do better in St. Louis and had to make up my mind 
one Saturday morning and leave that night—in other words P. D. Q. 


I have a good job here and from 60 to 65 creditors in Des Moines who are 
banking on me to win. Whether their hopes will be realized or not depends on 
whether “Johnnie” Johnson keeps hewing to the line, and there’s nothing in the 
cards to indicate that he won't. 


To every one of those who had faith in me and helped mightily, I want to say 
with Lindbergh, “Well, here we are!"—and to assure them of ultimate settlement 
in full. 


Thanks, Mr. Doe, and if it takes some little time, remember I'm- 
—— starting all over again. 


P. S§.—Regards to Jack, and if you hear any of the anvil chorus just remind 
them that I’m writing individual letters and not turning them out on the multigraph, 
and it takes some time for a fellow as busy as I am, to knock out 65 letters like this 
one to every one of 65 creditors and friends. 





The following letter answers my letter 
stating that account would be reported 
to local bureau unless cared for. 


Dear Mr. Doe: 
Say, for God's sake give me a chance to “Follow Thro in Old St. Loo.” 


Yesterday I met a fellow who was one of the last men to leave the sinking ship, 
just before she ran aground—how th’ ‘ell could a ship sink and run aground at the 
same time—absurd—but any way this by-product whom I met used to work for 
Jones. He held out until Pinchem Loan and Trust went plooey, Jackson’s merged and 
the Weekly Breeze hog-tied the P. & D. Then He pulled up anchor and headed 
for foreign shores. We had a splendid visit together, but when he told me he 
“wasn't letting any one of the Birds whom he owed in Des Moines in on the new 
location,” that burned me up and we had a rough and tumble fight out in the alley. 


And now that I am out of the hospital—here’s a renewal of the pledge in form 
of an acknowledgment to your welcome letter of the 12th. 


Here’s a little tip—don't put that account in the hands of a collection agency 
or lawyer if you are looking forward to 100 cents on the dollar—which YOU cer- 
tainly WILL get. 


It takes time to break into any new place and of course St. Louis is no exception 
Nothing tangible in this letter except additional “good intentions’—but considering 
the accounts that have been charged off there for the past six or seven years—‘Good 
[ntentions’—damn near come chuck full of “vitamine content.” 


Best regards to Jack and “hold your breath!” 





Now that I am out of 
the hospital - - 
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Replies From a Debtor 


This letter portrays reaction after his receiv- 
ing form letter from local bureau stating that 
account had been reported to them. 


Dear Mr. Doe: 

Hi! Hi! Call off the dogs of war!!!!! 

Here you go getting panicky and turning the account over to a group of profes 
sional highbinders, who in turn send me form XXX-125-1-16-27—500,000, duly rubber 
stamped by John Smith. 


Talk about the devastation of our national forests. Think—think how much of 





it is thrown away on just such forms as these, them, those. 

Retrieve the gasping patient, Mr. Doe! File it away in the old archives and 
bay just as sure as Noah tried to get Eve to board the Ark without Adam, Ill cross your 
pnt palm with silver ere the next harvest rolls around. 

I've got St. Louis breathing heavy, and if I can just slip in a nasty little toe hold 

Noah tried to get Eve to and squeeze out of this damned scissors you'll— 
board the ark without ——be surprised sooner than that! 
Adam. 
nd And all I’ve bought since I came down here is one pair of shoes and Friday 
yh. isn’t the only day of the week we’ve— 


his —gone without meat! 


After advising debtor that account would 
be forwarded to Association in his City 
unless paid this letter was received. Note 
reference to cyclone which tore thru his 
town recently 


Dear Mr. Doe: 


Go ahead old fellow—take any action you want to. It will be all the same in 
the long run. 


You'll get your money at interest in any event—and I'm not unmindful that 
patience is sorely tried—so shoot! 


There’s plenty of alibi—but then Hell, the man don't live who can graft “vita- 
mine content” into alibi—common flour though it is. 


The “jolly old blooming part of it all is” there was a general upheaval down 
through a choice bit of “sales territory’ some time during September. This was er- 
roneously termed a “cyclone.” Hell’s Bells—don't tell anybody—it was merely the 
aftermath of intense sales effort on the part of one Johnnie Johnson, late of Des 
Moines—more recently of St. Louis. It proved a veritable “Frankenstein” so to speak 
—a green eyed monster of re-action—and its creator was absorbed in the confusion 
If people down here knew that, my life wouldn't be worth an anemic dime! 


But, cheerio, judgments, absurd and ridiculous credit ratings, vitriol, scandal and 
evil what-not will ultimately “fold their tents and silently slink away,” leaving in 
their wake a broad, smooth concourse lined on each side with a trained chorus of 
“dear old friends” sweetly singing: “He kept the faith—we knew he would—and 
now he’s back to stay!” 





In the meantime, Mr. Doe, protect yourself and Jack! At best it can be only 
temporary—though indeterminate. It isn't fair that you should be paying taxes on it— 
and give my best regards to Jack. Sincerely as always. 





P. §—Remembah—me proud beauty—there’s still that “ray of light in the It was merely the aftermath 
outer darkness!!"" Bah!! of intensive sales effort 
























HE study of credit and accounts receivable 





office costs now being conducted by the Michi- 
gan Bureau of Business Research at the sug- 
gestion of and in cooperation with your Credit Meth- 

















ods and Statistics Committee constitutes a most im- 








portant step forward for retail credit men. In recent 





years it has frequently been said that the job of the re- 





tail credit man has become something more than 








a job or a vocation. The fact that credit men have 








instigated this investigation for the purpose of set- 








ting more nearly scientific. standards and learning 








more about their task is evidence of this development. 








One of the characteristics that distinguishes a profes- 








sion is the amount of special training required of new 
recruits and the body of principles that has been built 
up for guidance. 

















In this Michigan study, credit men 











are setting out to get information which will enable 











them to substitute facts for guesses and opinions. 








The study, therefore, should be most helpful in raising 











the retail credit craft to higher professional levels. 







The present investigation has three major objec- 





tives: 











1. To set standards of cost wherever possible; 














2. To learn what records are kept in credit and 








accounts receiveable departments; and 








3. To make an initial survey of the retail man’s 








duties in order to determine what aspects of the 











work should be investigated further. 











The method of the study has been to solicit infor- 
mation on credit and accounts receivable activities 
from the retail store members of the N. R. C. A. and 


from some other retail stores not now members. From 
































the information reported to the Bureau, significant 








percentages and ratios such as those listed below are 











being computed : 








1. Percentage of payroll cost to net sales for both 





the credit office and the accounts receivable of 





fice ; 











2. Percentage of returns to net sales, 








Payroll cost per transaction ; 


w 








4. Number of transactions handled per employee ; 











Percentage of losses from bad debts; 


uw 








6. Average wage; and 








Monthly collection ratios. 
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The Michigan Bureau’s Credit Study 


By CARL M. SCHMALZ, Ass’t. Director 
Bureau of Business Research, 


These various ratios and percentages will be com- 
puted for regular charge business and installment bus- 
iness and the resulting data will be grouped by type 
of store, size of store, and geographical district. Thus, 
in so far as the data permit, it will be possible to set 
standards against which the credit men in various types 
of retail stores may check their performances. 


The resulting information will be of value to credit 
men and their employers because the data will lead to 
greater efficiency in the operation of credit and ac- 
counts receivable departments, indicating places where 
costs and losses may be reduced, where friction may be 
minimized, and where satisfaction may be increased. 
Also, the results of the study will be valuable in assist- 
ing practical credit men to decide upon policies more 
intelligently. In addition, the results of the study will 
be of direct value to those who are studying retailing 
as a whole; such as students of general business, store 
managers, and teachers in the various schools of 
business. 


From the study credit men may expect an increase 
in the assurance with which policies are decided upon 
and actions taken; they may expect distinct progress 
toward a higher professional level for the retail credit 
craft; and they may expect that retail credit men will 
be recognized as progressive and alert. 

As the work goes forward it probably will become 
evident that similar studies should be repeated in fu- 
ture years. In the first place it will be necessary te 
get a larger number of reports than will be forthcom- 
ing this first year in order to set standards of as high 
a quality as the credit profession will need. Secondly, 
the record keeping function is not thoroughly stan- 
dardized and in some stores little attention has been 
given to it. It will probably take some time to get the 
majority of the stores to keeping comparable and ade- 
quate records. Finally, credit men will promptly 
recognize the need for comparing their own perform- 
ances with standard performances annually in order 
to get an annual check-up. 


It is strongly recommended, therefore, that stores 
study the Bureau’s questionnaire carefully and attempt 
now to set up records which will enable them to gather 
these fundamental statistics for the current year and, 
hence to cooperate more fully in the work a year from 
now. Furthermore, it is recommended that the reports 
sent from the Bureau to the member stores be pre- 
served in order that the stores may compare theif 
performances with the average year by year and may 
note the improvement made. 
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Controlling Credit 
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large extent the amount of credit they can obtain 
from a bank. 

This completes my remarks about installment sell- 
ing and the financing of the paper produced by this 
method of doing business, and I shall now turn to the 
other method of extending credit in which we are 
particularly interested tonight. 

OprEN ACCOUNTS 

I have been much interested in the publicity given 
in the press by your Credit Bureau to the burden 
placed on our merchants through the neglect of cus- 
tomers to whom credit has been extended by way of 
an open account to pay their bills promptly at regular 
intervals. Much of the profit on the sales is eaten up 
by the interest loss on these accounts and the cost of 
collecting them. 

In my position as Manager of a Bank, a substantial 
portion of my time is taken up daily by listening to 
complaints about customers who do not pay their bills 
promptly. This applies not only to those who, from 
lack of employment, are unable to meet their obliga- 
tions, but to customers, who, through indifference and 
lack of consideration, do not pay when they are in a 
position to do so. 

In many cases these accounts are permitted to run 
at high figures permanently through the fear of losing 
a customer by making a just and reasonable demand 
for payment. 

This thoughtless and unreasonable neglect on the 
part of many of our citizens to meet their obligations 
promptly creates a hardship, and in many cases, much 
worry to our merchants, which those guilty probably 
do not realize, and it is to be hoped that the recent 
propaganda of the Credit Bureau will afford some 
measure of relief. 

It robs the merchant of needed capital and restricts 
the volume of business they are able to transact. If 
the measures already taken do not produce results, I 
should like to see concerted action taken to demand 
monthly payments of all open accounts. Some custom- 
ers may be lost, but others would replace them. The 
total volume of business in the city would not be 
changed, and the net result to our merchants would 
be an untold benefit. 

The additional volume of business obtained by com- 
petitive methods of granting unbusiness-like credit 
terms seldom produces a net profit. It usually results 
in a lack of sufficient capital to extend legitimate 
profitable business, and almost invariably produces a 
crop of bad debts which more than absorbs the profits. 

Your Credit Bureau is assisting you all it can in its 
press campaign, its advertisements are well prepared, 
but your active cooperation is needed if any worth 
while improvement is to be brought about. 


Your trial balances will show each month the 
amount of capital locked up in these accounts and if 
the total exceeds the volume of sales to these custom- 
ers by any appreciable amount, I would suggest that 
an objective be set to bring about a reduction in the 
accounts to this figure. 

The convenience of carrying an open account for 
customers in good standing is a recognized sound 
method of doing business, but if these accounts are 
not paid monthly it amounts to making a permanent 
free loan to the customer when, as a general rule, it 
is necessary to borrow from a bank to carry the ac- 
count, and the amount of interest charged by the bank 
is the price you pay for not demanding prompt settle- 
ment from your customers. Even carrying your cus- 
tomers until the end of the month is costly, but you 
know what this cost is and can allow for it in your 
selling price. If the accounts are permitted to run 
indefinitely, you cannot protect yourselves unless you 
charge interest, which seems hardly ever to be done. 

Open accounts are an entirely different thing from 
installment selling. In the latter case proper allow 
ance is made in the write up of the merchandise for 
financing charges and security on the merchandise is 
retained. In open accounts you have no security and 
the unknown interest cost is a direct loss to the ex 
tent that it and the cost of handling the account ex 
ceeds the discount given to cash purchasers. 

DELINQUENCIES AND LOSSES 

Summing my remarks about delinquencies and 
losses, which are the standards by which the efficiency 
of the Credit Manager is judged, I am again going to 
quote the Professor of Political Economy of Colum- 
bia University. He states that: 

“Delinquecies are indeed found wherever credit is 
granted. In the case of successful payments under 
the installment system, however, delinquencies in the 
first period may be more or less closely connected 
with those in the successive periods, and call for 
special. treatment. On the other hand, the early de 
linquencies may be made good later on, so as to ob- 
viate a default in final payment. 

“The chief characteristics, however, of the articles 
sold under the installment plan is that the seller retains 
some legal right in the article sold. With this lien on 
the article, the seller possesses an added security for 
the credit advanced. 

“Delinquencies on the part of the installment pur 
chaser are in some respects not very different from 
those found in ordinary open accounts. The failure 
to meet the obligation at the appointed time may be 
due to some oversight or defect in the process of col- 
lection. The purchaser may be entirely able or will- 


Turn to page 37, please 
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pany is closely watching all accounts, cannot be 
overestimated. 
CASHIER’S COPY 

An almost universal rule requires cashiers to exam- 
ine the ledger account before accepting cash in those 
cases in which the customer holds no statement or 
other record of the amount due. With a copy of the 
“Analysis” at hand all difficulties and complications 
of this kind are easily overcome. Reference to the 
ledger account is not only unnecessary, but also it 
could not, without a considerable amount of figuring, 
give the picture instantly obtained from a glance at 
the ‘‘Analysis.” And that glance is many times pro- 
ductive of great value to the company, since the cash- 
ier can, through the knowledge gained, diplomatically 
refer the customer to the past-due conditions, and 
many times obtain a larger payment than had been 
planned. Also, the cashier can politely ask when the 
balance will be paid and note the same on the “An- 
alysis” in the presence of the customer, thus record- 
ing an agreement to pay. 


AID TO AUTHORIZER 

Credit passing or approving in department stores 
is based on the application of the ‘Exception’ prin- 
ciple, i. e., all proposed purchases are approved except 
for those accounts which have been signalled or 
flagged to indicate an excess of past-due items or ex- 
ceeding of the credit limit, and except for those ac- 
counts the credit limit of which would be exceeded by 
the contemplated purchase. If it were necessary to 
look up the ledger account in each case, that function 
alone would require a score or more of clerks. There- 
fore, by almost universal practice, an Authorizer is 
placed in charge of a visible index of all customers, 
each small card in the index showing the credit limit 
and providing for various flaggings, which provide 
the Authorizer with a basis for immediate decision. 
The Customers Ledger Division advises the Authoriz- 
er of those customers which are approaching, or which 
have exceeded, the credit limit; of receipts affecting 
flagged accounts, et cetera. Also, the Credit Division, 
under the jurisdiction of which the Authorizer func- 
tions, provides the basis for placing of restrictions on, 
or removing of restrictions from, index cards. 

The use of the “Analysis” not only insures more 
prompt and speedy flagging of accounts which are in 
danger, but also provides invaluable data from which 
to change the signals. This changing of signals is 
made from the collector’s copy of the “Analysis” im- 
mediately after it has been completed and Credit Divi- 
sion officials have made a cursory examination thereof 
for the purpose of noting exceptions to the policy 
which will govern the Authorizer. While the policy 
varies with different department stores, probably the 


average practice calls for flagging those accounts in 
which three months’ charges have accrued. During 
the month, as requests come from sales departments 
for credit approval on flagged accounts, the Author- 
izer immediately gets in touch by “O. K. phone,” with 
the collector, who refers to his copy of the “Analy- 
sis,” from which he can make a quick decision with- 
out reference to the ledger account. Having applied 
credits to the “Analysis,” he has vastly more infor- 
mation than could be derived from the ledger, except 
as to current month charges, which are not the sub- 
ject of consideration. If the requested credit happens 
to represent a small purchase, the collector may au 
thorize passing it, and then send to the customer an 
appropriate collection letter, noting such sending on 
his “Analysis.” As the collector posts credits to his 
copy, he prepares a list of accounts from which re 
strictions are to be removed, or on which signals are 
to be changed in some respect, and sends this list 
daily to the Authorizer, who effects the removal or 
revision in the index. 


CREDIT BUREAU SERVICE CLERK’S COPY 

The majority of companies are members of an asso 
ciation which operates a Credit Bureau, which is pro- 
vided, usually on request, with ledger experience of 
customers. 
The “Analysis” is invaluable to the Credit Bureau 
Service Clerk. Used in conjunction with an up-to 
date application file, it reduces reference to ledger ac 
counts to the time required to note the current month’s 
balance, thus conserving the time of clerk and book 
keepers. Furthermore, the “Analysis” provides the 
basis for the mailing of various forms which stress the 
importance of paying, and thus makes it possible for 
the service to render good reports when requested to 
do so. 

CREDIT DEPARTMENT’S COPY 

Although, with unimportant exceptions, business 
men take credit for, or accrue, revenue from sales in 
the month in which the sales were made, in reality a 
sale is not revenue until the proceeds are in the bank 
A knowledge of this fact, predicated upon personal 
experience or upon the experience of others, makes 
the credit problem one of major importance to credit 
managers, comptrollers and other officers. And they 
realize that the satisfactory solution of the problem 
lies in control of the age of accounts. Therefore, the 
credit manager urges his collectors not only to effect 
large collections in comparison with sales but, also, 
to reduce the comparative amounts outstanding longer 
than the period of the credit terms. The modern 
business practitioner, who is daily bringing into play 
more scientific analysis, would like, if he could have 
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the basic figures without great labor and inconveni- 
ence, to watch the monthly trend of amounts invested 
in past-due accounts of differing ages in relation to 
sales volume and to total accounts receivable. But, 
with the majority of bookkeeping and credit systems 
the burden of such a monthly analysis is too great; 
very few companies have it made up quarterly, some 
have it prepared annually by auditors, and others do 
not have it at all. 

The “Analysis” meets simply and effectively this 
potential demand for fundamental credit statistics. 
The Credit Division’s Copy after examination by the 
Credit Manager, is passed on to the Comptroller, who 
has totals, by ledger or ledger group, transferred to 
charts or graphs from which he will be able to study 
trends and through which he will be able to formulate 
the basis for policy revisions. 

MERCHANDISE DEPARTMENT’S COPY 

There is no better list of prospective buyers than 
regular customers, and a direct mail campaign with 
them as recipients is usually fruitful of results. The 
“Analysis” which shows names and addresses of all 
customers, whether active or inactive buyers, is there- 
fore of great value to the merchandise departments. 
If desired, the figure section of the “Analysis” may 
be omitted or detached from the name and address 
section, and only the latter sent to the department. 
Also, the usual plan is to give this copy to different 
departments each month. 

THE RESULTS OF ACCOUNT AGE AND 

ANALYSIS PLAN 

The plan, as described, results, in the majority of 
instances, in the saving of energy, time, space, equip- 
ment, material, and in the turning of possible loss into 
profit. 

SAVING OF ENERGY 

1. Worry and uncertainty of Credit Manager and 
officers eliminated or substantially reduced. 

2. Effort of collectors, required to obtain true pic- 
ture and status of account, practically eliminated. 

3. Friction, between departments and individuals 
therein, because of constant interruption of bookkeep 
ing work, eliminated. 

SAVING oF TIME 

1. Saving of energy in saving of time. 

2. Time required to determine that an account is 
in bad or dangerous condition reduced. 

3. Time required to do bookkeeping work reduced 
due to elimination of interruptions. 

4. Time required to stop extensions of credit re- 
duced; the plan makes stoppage almost coincident 
with the originating of the cause. 

5. Time required to determine trend of credit situ- 
ation and to inaugurate stricter policies reduced. 
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6. Time required to prepare mailing lists of cus- 
tomers for advertising purposes reduced. 

SAVING OF SPACE, EQUIPMENT AND MATERIAL 

1. Less records and less equipment required, due 
to increase in efficiency and elimination of duplica- 
tion of records. 

2. Smaller staff of clerks required, because of sav- 
ing in energy and time. 


SAVING ‘THROUGH TURNING PossIBLE Loss 
Into ProFit 


1. Losses from bad accounts reduced, due to 
prompt action, based ou current, effective data. 

2. Interest on borrowed money reduced, because of 
reduction in amount invested or outstanding in the 
form of accounts receivable. 

It will be clear, no doubt, from examination and 
consideration of the foregoing list of savings, that a 
thorough qualitative analysis of the customers account- 
ing and credit and collection systems in vogue in any 
business may easily result in immediate and continu- 
ing benefits. 
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ing to pay his installment, but he may have forgotten 
about it. It is to be assumed that the seller pursues 
proper collection methods, that his follow-up plan is 
adequate, and that the machinery is up-to-date. But 
no matter how admirable the collection department 
may be, some delinquencies are apt to arise from the 
fact of misplaced credit or confidence. The original 
credit analysis thus becomes of primary importance. 

“The delay in meeting the obligation at the partic- 
ular time may be due to two sets of causes. The pur- 
chaser may &2 an entirely good credit risk as an indi- 
vidual, but waforeseen circumstances over which he 
has no control may cause a delay in the payment. 
Carelessness in the granting of the original credit, 
however, is the principal cause of delinquency or de- 
lay in payment.” 

You will observe the stress that is placed on the 
original credit analysis before the sale is made, and 
that neglect to do this properly is regarded as being 
the principal cause of delinquency. This is where the 
Credit Manager comes in. It is his duty to know his 
policy, check up at regular intervals to see that the 
results obtained are in line with his objective and to 
analyze the credit standing of a purchaser before a 
sale is made. ‘The information available at your 
Credit Bureau has proved to be of great assistance 
to us as bankers, and I am sure that it is of material 
assistance to you as an aid to avoid improper sales. 
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Now our problem is to so choose and present these 
appeals as to most effectively stimulate the payment 
of delinquent accounts. ‘To do this, it is necessary 
that we keep the principle of adaptation firmly in mind. 
Adaptation in our letters is made to either groups or 
individuals as the case may be, and involves a sympa 
thetic understanding of the particular characteristics, 
environment, and the problems of the groups or indi 
viduals to whom we are writing. Adaptation consists 
of adjustment to the reader in style, language, and 
ideas. By style we mean the general tone and expres 
sion of the letter. I believe that many otherwise good 
collection letters are rendered ineffective by a certain 
diffidence on the part of the writer which results in 
a more or less opologetic tone and in the use of alibis 
such as “this account has undoubtedly escaped your 
attention,” or ‘‘we are sure you must have some good 
reason for letting this bill go so long,” or ‘possibly 
our previous letters have not reached you.” Many 
debtors are quick to take advantage of expressions of 
this kind and | believe the experience of most of you 
will bear out the statement that the average delin 
quent debtor is well stocked with alibis and excuses 
and needs no suggestions from us along that line. We 
should avoid the hesitant and apologetic tone and also 
the curt and suspicious tone in our letters and should 
make them courteous, cheerful, and above all, firm. 
If we are bold enough to venture out into the field of 
novelty and humor in collection letters, we are in- 
deed on dangerous ground. 

I am convinced that it takes an expert to success 
fully inject an element of humor into a collection letter, 
because the situation is far from humorous either 
from the standpoint of the debtor or the creditor, and 
for that reason any attempt at humor is apt to appear 
artificial and insincere to the reader. It seems to me 
that the safest thing to do is to avoid the idea of 
humor in the great majority of cases and substitute 
the cheerful, courteous, and personal tone. On that 
point, however, there is, of course, the danger of be- 
ing too personal and that is rather humorously illus 
trated by the following two letters. The first is from 
the collection manager of a wholesale house to a de- 
linquent dealer, and reads as follows: 


“T was interested to note in yesterday’s paper the 
successful ending of the big drive in behalf of 
College. Truly a remarkable achievement and one 
which will mean much to the youth of our land. 
Knowing that a son of yours entered —-——— College 
last fall this news item held a special interest for me. 
I sincerely compliment you upon selecting a college 
for your boy which has such splendid prospects, and 
am sure you will be repaid many times over for your 


far-seeing efforts in behalf of his future which we 
can well say is already assured. 

“By the way, Mr. Edwards, I notice there is a bill 
of $50.00 which is considerably past due. Doubtless 
it has been overlooked. Can’t we have your check by 
return?’ Thanks.” 

And here is the dealer’s reply : 

“I have your letter of the 11th dictated by A. 
Nixon, whom I would not know from a bale of hay 
if 1 saw him. Just why he should concern himself 
with my personal affairs is a mystery to me. If he 
has any of his own I would advise him to attend to 
them. I am enclosing my check which was made out 
and in the outgoing mail when his letter was received. 
| would have sent it before but I had to go to this 
pin-headed college to get my fool son out of jail. 1 
don’t feel as certain as you do about his future—not 
by a lot. The endowment he and that college both 
need is brains. . In fact I wouldn’t be surprised if that 
was your trouble. ‘Take a good look at the check, as 
it’s the last one you'll get from me until your interest 
in my personal affairs subsides.” 

The second way in which we can adapt our letters 
is in language, and about all we need to say about 
that is that regardless of to whom we are writing, 
clear, simple language is invariably the most effective, 
and that in any case we must be sure that the lan- 
guage will not only be understood but will be easily 
understood by the reader. 

The third form of adaptation is in ideas, and I will 
simply say that the selection of collection ideas and 
appeals to be used in approaching any group or indi- 
vidual is highly important. To some the appeal to 
justice may be the strongest, to others the appeal to 
self interest, and there always seems to be a class of 
people who can be reached only by appeals to fear. 

As a final illustration of the principle of adaptation, 
I will mention a skillfully written letter which was 
received a few years ago by an automobile supply 
wholesaler from an Eastern manufacturer. From a 
literary standpoint the letter was very attractive; it 
called the debtor’s attention to an old Indian custom 
that prevailed on these prairies many years ago which 
compelled a brave who had purchased a pony for 
wampum to deliver the wampum within a period of 
one moon, or thirty days. This, the writer said, is 
one of the few Indian customts which have come down 
to us, and he called the debtor’s attention to the fact 
that a period of more than one moon had passed since 
the date of his company’s invoice and that no remit- 
tance had been received. ‘This letter so appealed to 
the credit manager of the wholesale house that he de- 
cided to use it as a form letter to some four or five 
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FFICIAL COMMUNIQUE No. 576—At the 
O Front—President General Leop. L. Meyer, 
Houston, at the head of an Army of sixteen thousand 
members of the National Retail Credit Association 
led his troops into action at the zero hour May Ist, 
in the campaign for five thousand offensive against 
old man Ded Beet, the renegade charge customer, and 
his lieutenants D. Linquent and Skip Account. 

War correspondents at general headquarters report 
this is a nation-wide drive after weeks of strategic 
planning by Quartermaster General Woodlock and 
aides. The terrain under fire has been carefully gone 
over by Chief Signal Officer Hulse and minute de 
velopments in activities of the enemy noted. 

The shock troops of the Association under command 
of Brigadier General Stephen H. Talkes of the Serv 
ice Department have carried on a heavy bombardment 
by mail and in person. These selected warriors num 
bering one thousand are already in advance of the 
main column, heavily manned with application blanks, 
pens, pencils and ink. 

Little can be learned of the enemy’s plan for de 
fense, as information reaching General Headquarters 
indicates low morale with no provisions for a sus 
tained siege. 

Late in the afternoon of the first day of this de- 
vastating drive prisoners were being brought in, each 
identified by a signed application blank. 

General Meyer issued orders to his force that no 
quarter be shown, that this drive would not stop until 
May 15th and that five thousand prisoners must be 
accounted for on that date. 

In the first skirmish, following a broadside of lit 
erature from state commanding officers, a heavy gain 
was noted in the number of undesirable applications 
for credit detected in the day’s business. It is report 
ed, also, that profit and loss accounts show a de 
cided weakening. 

Late in the day signal corps officers found it nec 
essary to string additional wires into the office of the 
commanding general to keep up with the barrage of 
messages covering battles in the various sections and 
number of prisoners taken. 

General Meyer late last night issued the following 
statement: “Onward, my brave troops. On to vic 
tory and success. Your efforts have been brilliant and 
on the horizon I see another day crowned with the 
laurels of victory. Let every member of our army 
lend effort to bring this splendid fight to a successful 
and happy victory. Fight on. Let us go into encamp- 


ment in Kansas City in June, there to seek the com- 
panionship of true fighters after a splendid achieve- 
ment. There it will be my pleasure to award cita- 
tions to those of our ranks who distinguished them- 
selves above and beyond the call of duty. Would that 
I could fecilitate each and every unit in this mar- 
velous army raised in the interests of better retail 
credits.” 


Service Department Program 
(Continued from page 19) 
GROUP CONFERENCES 
WEDNESDAY, JUNE 20 

GENERAL CHAIRMAN 

Frank Batty, Credit Manager, H. Liebes & Company, 

San Francisco, California. 
ASSISTANT GENERAL CHAIRMAN 
Russell H. Fish, Credit Manager, The May Company, 
Denver, Colorado. 
GENERAL Quiz MASTER 
David J. Woodlock, Manager, Treasurer, National 
Retail Credit Association, St. Louis, Mo. 


NATIONAL RETAIL CREDIT ASSOCIATION 
SERVICE DEPARTMENT GROUP 
Chairman, Stephen H. Talkes, Secretary-Treasurer 
Associated Retail Credit Men, Washington, D. C. 
Vice-Chairman, Guy H. Hulse, Secretary, National 
Retail Credit Association, St. Louis, Mo. 
DEPARTMENT STORE AND WoMEN’s SPECIALTY 
SHop Group 
(Combined ) 

Chairman, R. V. Chaffee, Credit Manager, 
The Ernest Kern Co., Detroit, Mich. 
Vice-Chairman, W. W. Weir, Credit Manager, 
The May Co., Los Angeles, Calif. 

Boot AND SHOE DEALERS’ GrouP 
Chairman, Fred Kuhn, Kuhn, Cooper & Gary 
Company, Nashville, Tenn. 

JEWELRY GRouP 
Chairman, P. O. Greer, Credit Manager, 
Fruend Jewelry Co., St. Louis, Mo. 

Pusnic Utitity Group 
Chairman, A. H. Randel, Manager, Credit and Collec- 
tion Department, United Electric Light & 
Power Co., New York, N. Y. 
Vice-Chairman, L,. L. Schlosser, Superintendent of 
Collections, Detroit City Gas Co., 

Detroit, Mich. 





THE CREDIT WORLD for May 


Flashes 


(Continued from page 31) 


May 23, 1928 


Morning Session 
C. E. Dinkle, President, Texas Re- 
tail Credit Bureaus, presiding. 


9:30—The Advantages of the 
Texas Prepaid Ticket, Edw. 
D. Hodge, Manager Business 
Men’s Protective Assn., EI 
Paso; W. D. McFarlane, Sec 
retary, Retail Merchants Assn., 
Graham. 


Open discussion. 
10:20—Report of Committees. 
10:30—Standardizing Business 

Methods, Wm. Monnig, Jr., 

Ft. Worth, Texas. 
11:00—The Retail Merchants 

Loan Company, E. G. Graves, 

Asst. Secy., Retail Merchants 

Assn., Ft. Worth. 


Frank M. Surface 
A.B., Ph. D. 


(Continued from page 26) 


mission to Negotiate Peace; fol- 
lowing this, became Chief Sta- 
tistician for the American Relief 
Administration, remained in Eu- 
rope until the end of 1419; 
Economist for the U. S. Grain 
Corporation, December, 1919, to 
May, 1920; Director of Trade 
and Finance Bureau of the 
Washington Herald, May 1920, 
to May, 1921; editor and found- 
er of the Survey of Current 
Business in the Bureau of the 
Census from May, 1921, to 
March, 1923; in charge of Sur- 
vey of World Trade in Agricul- 
tural Products for the Bureau of 
Foreign and Domestic Com- 
merce, March, 1923, to July 1, 
1924; economist, U. S. Grain 
Corporation, July, 1924, to Sep- 
tember, 1926; economist Ameri- 
can Relief Administration, Sep- 
tember, 1926, to March 1, 1927; 
since March, 1927, Assistant Di- 
rector, Bureau of Foreign and 
Domestic Commerce. Author or 
co-author of some sixty scien- 


11:30—Chain Stores, Marion 
Smith, Pres. and Gen. Megr., 
W. B. McClurkan & Co. 
11:45—Community Building, Hu 
bert R. Harrison, Mgr., Wich- 
ita Falls Chamber of Com 
merce. 
Adjournment. 
Retail 


Luncheon Meeting. Music and 


12:05 

Noon to 2:30 Secretaries 

entertainment furnished under 

direction of J. W. Thomas, 

Manager R. M. A., Wichita 

Falls. 

Business Session 

Quiz, “A Standard Report.” 
Its Contents—Its Price. 
Conducted by Sam S. Solin 
sky, Secretary, Retail Mer 
chants Assn., Beaumont 

Discussion. 


Election of officers. 


tific papers published in technical 
journals in this country and 
abroad and of several books, in 


cluding “Stabilization of the 
Price of Wheat During the War 
and Its Effect Upon Returns to 
the Producer,” “American Pork 
Production in the World War,” 
“The Grain Trade During the 
World War.” 





A Credit Survey 


(Continued from page 26) 
will be held in strict confidence and 
that only summaries of groups of 
business will be made public. 

The Department trusts that those 
who are asked to reply to its ques- 
tionnaires will not look upon them 
as “another government annoy 
ance.” This survey is being made 
solely at the request of the leaders 
of the Credit Association for the 
benefit, not the annoyance, of the 
business world, and the Depart- 
ment is conducting it because it is 
felt that an outside agency can do 
the work more effectively. 

If those to whom the question 
naires are sent will cooperate by 
supplying the requested information 


carefully and promptly, the Depart- 
ment expects to be able to supply in 
return a body of information which 
will help to reduce waste in this 
phase of business and to stabilize 
the credit structure of the nation. 


What Makes a 
Collection Letter 
Collect? 


(Continued from page 38) 


hundred automobile dealers and re- 
pair shop proprietors. I suggested 
that the letter might be a little too 
artistic to be well adapted to that 
group, but nevertheless it was sent 
out. The results were not especi- 
ally gratifying and seemed to indi- 
cate that while the style and lan- 
guage of the letter were satisfac- 
tory the collection idea was not 
suitable to that class of trade. 

I have always remembered two 
of the replies which were received. 
One was from a dealer in Nebras- 
ka who said that he had sold the 
pony that he bought from us to an- 
other brave and as soon as he re- 
ceived the wampum from him he 
would send it on to us. The other 
reply was also from a Nebraska 
dealer who complained that he had 
not received credit for certain re- 
turned merchandise and ended by 
saying, “and furthermore, if we 
must read these Boy Scout letters, 
please make them short.” 


Classified Column 


$2.50 for 33 words or less; ad- 
ditional words 5c each; payable in 
advance. Mail copy and inquiries 
to the Advertising Department, 
1017 Morgan St., St. Louis, Mo. 


FOR SALE 


61 panels of S O § visible files, 
size 5x8, in fair condition. These 
files are in book form and we have 
the stands that go with them. Price 
very reasonable. Billings Credit 
Adjustment Bureau, 308 Electric 
Bldg., Billings, Mont. 











